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“THESE SMART SHOES 


youll nee the most 


“interesting solos YOU ever sau 


You will simply love these 
smart shoes as soon as you see them. And when you 
turn the shoes over and see the intriguing soles you 
will be doubly enthusiastic. These are the much-talked- 
of Darex Soles. ... (You can tell they are Darex 
Soles in a minute — they look so very different from 
ordinary leather or rubber soles — like soft, velvety 
suede.) ... Darex Soles are being enthusiastically re- 
ceived for these reasons: — They are waterproof, they 
are slip-proof, they are insulating — they are light 
and resilient, and they are wonderfully good looking. 
Be sure that all your outdoor shoes have Darex Soles. 


White Pigskin Unlined Oxford with Darex Soles, by I. Miller 


4 A simply perfect sport shoe, superbly styled, with a very graceful perforated 
Be 


design. Of finest white Pigskin with white Darex Soles. 


A coma stores in New York, Chicago, Philadelphia, Washington, Palm 
, Kansas City, St. Louis, Los Angeles, San Francisco, and other 
principal cities carry |. Miller Shoes with Derex Soles. 


Drirea Soles 


‘NMSULATING 
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WITH 
DAREX INSULATING SOLES 


“BOTTOMS UP” 


CLINCHES THE SALE 


HAT’S this? — a new selling hook for the shoe indus- 

try? Absolutely! — Darex Insulating Soles. Add sales 
apes to any shoe. First, talk the upper to your customer. 

en — “bottoms up” and show the trim, smart looking, 

suede-like finish of Darex Soles. Mention the ten unique 
Darex features — waterproof, slip-proof yet smooth surfaced, 
stylish, resilient, flexible, insulating, quiet, durable, smart 
looking and light in weight. Before you’re half way through 
the chances are that the sale is made. Darex Soles make price 
a secondary consideration to your customers. 
The Darex trade-mark on every sole is becoming familiar 
to the millions of readers of Vogue, Vanity Fair, Harper’s 
Bazaar, The New Yorker, and The Sportsman. Your cus- 
tomers will look for the Darex trade-mark on the shoes they 
buy. No sole that lacks it possesses the important Darex 
features. 
Retailers and manufacturers — write for particulars on the 
new and profitable Darex Merchandising Plan. 


The advertisement on the left is appearing in Vocue, March Ist. 


DEWEY and ALMY CHEMICAL COMPANY 
CAMBRIDGE, MASSACHUSETTS 


INSULATING SOLES 
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Y all means seek the secret of dealers who 
B are successful in retailing shoes. How- 
ever, don’t expect to find it all summed 
up in the one word “Price.” Look instead for 
“Quality,” “Style” and “Fit”—for these are more 


essential. 


Pedigo-Lake shoes are known to represent the ideal 

union of quality and style. They are fine even to the 

P unseen details required to make them fine. Their 

ad Z O style is accepted everywhere because it is outstand- 
: — ingly smart and original. They cost enough to be 

good ... but no more. They could not cost less and 


S T Y L Y still be good. 


This combination really is the magic word in sales— 
ask any Pedigo-Lake dealer. 





Cost No More Than 
They Need To... 
To Be the Fine Shoes 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 





Magic Word is 
PRICE 


wee Pe digo-Lake Shoe (. 
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| WHAT! QUEEN QUALITY 
SHOES TO RETAIL 


AT 6 to $850? 


That’s news!..But the real news is the why and the how be- 
hind it! Queen Quality Shoes are row styled by the country’s 
foremost designers and produced by the world’s largest manu- 
facturers of shoes—the International Shoe Company. 


As a Queen Quality dealer, you'll have the advantage of a line 
of shoes, famous for quality, backed by the stability and the 
success of a shoe manufacturer whose position in the industry 
is unquestioned. In addition, you will have behind your mer- 
chandise a national advertising campaign in Ladies. Home Jour- 
nal, Woman's Home Companion, Vogue and Harper's Bazaar. 


With this Queen Quality set-up, you can hew to the line of 
high-grade shoes at prices that meet today’s popular demand— 
and you can do this on such a profitable basis that every dealer 
will want to take advantage of it. 


- Queen Quality offers a complete line to retail at $6.00, and the 
De Luxe grade to retail at $7.50 and $8.50. Both lines include 
Goodyear Welts and SuperFlex lightweight styles. An extensive 
in-stock service assures you prompt shipment on fill-in orders. 


QUEEN QUALITY SHOE COMPANY, ST. LOUIS, MO. 


BELECML 












REG.U.S. PAT. OFF. 


SHOES 


BRANCH INTERNATIONAL SHOE COMPANY 
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TAN.D-RITE 


UNEXCELLED FOR UNLINED SHOES! 


For the unlined shoe vogue which is 
fast developing, Hubschman has per- 
fected a superior leather with a light 
colored back, which is perfect for the 
unlined shoe. 


No. 1000 — Black 

No. 1000 —White 

No. 1007— Navy Blue 

No. 1031-—— Brown 

No. 1034-——Darker Brown . 


Fashionable women appreciate to the 
fullest the exquisite finish, deep, glow- 
ing color, pliable body and high lustre 


of Tandrite ... the super calfskin. 


» FOUR EXELET WAUNED OXFORD BX 
s \, LARD ,SOAOBER aw COMPANY, PALA. 
3 WMUBSCHAMANS TAADRITE CALE 8O10S4 


% 


E.HUBSCHMAN & SONS. Inc.PHILA.PA 
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Smartly Styled Models 


In Cem-Pro Footwear 


(Cement Process) 


No Tacks! No Nails! No Stitching! 


The latest scientific development in the 
manufacture of ladies fine footwear. 
3867 — Black Kid Tie. A, Soles are cemented to the uppers by 
ali diaieaatentanins ee a patented process developed in 
our own laboratories - - Thus 
assuring flexibility and perfect 
smoothness to the foot. 














32243—Black Kid Three 7 
Eyelet Tongue Tie, B, C, 
5) DS $1.95 
In Stock 
for Immediate Delivery 
® 
and 


32221—Black Kid Center 


Buckle Pump, B, C, 3/8. 
$ AO sts 


Re ta : | ers 3849 — Black Kid Opera 
Pump. A,B,C, 3/8. $2.65 








ENDICOTT JOHNSON, Endicott, N. Y. 


155 WEST BROADWAY, NEW YORK @ 12TH & SPRUCE STREETS, ST. LOUIS, MO. 
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M MANUFACTURERS—because they 
prefer to use laces of proven value. 66 years 
of lace making experience together with 
modern equipment and methods have pro- 
duced a complete line of laces for every 
type of shoe that represent maximum value 


for the price. 


M@ RETAILERS—because they know the 
sales value of such important little details 
as shoe laces— one of the visible signs of in- 
herent quality in the shoe itself. Shoe laces 
also find a ready sale as replacements and 


pay an attractive profit. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1865) _ 


PROVIDENCE, R. I. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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PRE 


BECAUSE 






BANKER 


4A to E 


* 056 Black Ruby Kid inoue Tip. 

aon Black Kid, Arch Support Insole. 
Brown Benz Kid. 

*K006 Black Kangaroo. 








COMBINATION 
AtoE 


* 060 oe! Ruby Kid, Kangaroo Tip. 
*8060 Black Kid, Arch Support Insole. 
* 060 Black Imported coe. 

* 065 Tan Imported 


BROUWER 
RESEARCH 
No. 100 
AAA to 
0170 Black Ruby Kid, Orthopedic Heel. 


$0170 Same as above with Arch Segpert Insole. 
Endorsed by Research Committee Foot Sec- 


tion Amerioen Osteopathic poo R 4 


ORTHOPEDIC 
AA to E 


* 070 Black Ruby Kid, Kangaroo Tip. 
*8070 Black Kid Arch Support Insole. 
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T= first impression is a lasting 
impression. m you show a 
man the Musebeck Double-Arch Wear- 
Straight Insole construction with the 
solid leather metatarsal arch rigidly 
supported by the outsole, you have 
shown a man how he can get away 
from all the foot troubles he has had 
in the past. He immediately under- 
stands why the shoes he has worn 
collapse on the inside and run over 
on the outside. For the first time in 
his life he understands why his shoes 
wear like the cross-sectional view of 
a worn shoe illustrated below. 





CHOOSE! 


Do you want the extra advantage: 


of Musebeck exclusive shoe construc- 
tion or are you content with “just a 
” shoe?” 


ARCH 
Support Innersole 





All oxfords and shoes are priced at 
$4.50, arch support insole numbers at 
— Terms 2% 20 Days, 30 Days 

et. 


%All numbers marked with a star are 
also in stock in shoes. Drop the fig- 
ure naught when ordering high shoes. 





MUSEBECK SHOE COMPAN) 
Meris JJouble Aiech (Wear Straight Shoes 


Danville Illinois 


CEDENCE 


IMPRESSIVENESS 





068 Black pues Calf. 
067 Tan Imported Calf. 
*8068 Black Imported Calf, Ave mt... Inner Sole. 







WALL STREET 


AAAA to E 





014 Black Imported Calf. 
3 Tan Imported Calf. 
$014 Black Calf, Arch Support Insole. 


LA SALLE 


AtoE 


042 Black Imported Calf, Round Sole Edge. 
018 Black Imported Calf, Square Sole Edge. 
017 Tan Imported Calf, Square Sole Edge. 





WALL STREET 
AA to B 


06 Black Imported Calf, Round Edge, Cork Box. 
07 Tan Imported Calf, —— Edge, Cork Box. 
Brown Benz Kid. 

oe Black Ruby Kid. 

$04 Black Imported Calf, Arch Support Inner Sole. 











There’s a very good business reason 


for putting a name on a shoe. 


That reason is — people accept a 
famous name as a proof of value. 


Doesn’t it stand to reason, then, that 
two famous names mean extra value? 


A lot of smart shoe manufacturers 
and merchants certainly think so. 


That’s why so many shoes have 


Goodyear Wingfoot Heels. 


Goodyear is a good name to have on 


your shoes. 


More people walk on Goodyear Wing- 
foot Heels than on any other kind. 


Why shouldn’t the greatest name in 
rubber make your selling easier? 


6 
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TUNE IN: 
Goodyear invites you to hear 
John Philip Sousaand his Band 
.-- Arthur Pryor and his Band 
.--Revellers Quartet and 
Goodyear Concert-Dance 
Orchestra...every Wednesday 
and Saturday night, over 
N.B.C. Red Network, WEAF 
and Associated Stations 


Copyright 1932, by The Goodyear Tire & Rubber Co.. Inc. 
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A Story from the Fitting Stool 
Next week’s leading feature was 
written at a fitting stool a thousand 
miles away from Editorial Headquar- IN THIS ISSUE 
ters. Here you will find the Editor 
and the Field Editor doing a job for 


you that you cannot very well do for | Voice OF the Fades. cece cs ccccccctcces Observations and Comment........+- 1 
yourself. We are at the point of con- 
tact between the fitting stool and the i And He’ t t 14 
bi na res lig edie Be Sell the Man Right.................... nd He’s Your Steady Customer...... 
o- oan. light all Industry along @ | New Shoe Materials Featured........... By Madame Hamilton Jeffries........ 16 
We were sent by Publisher Terhune | How to Make a Junior Department Pay. .. A Successful Merchant Tells the Story. 18 
under sealed orders to find a typical 
store in a typical city that would serve | profit plus Safety by In-stock........... A Rotating Stock System............ 20 
as an experimental station for the 
study of shoes and service. So here | in-stock in Step with the Times........ How Expansion of Manufacturer's Ser- 
we are in a typical city with an 85,000 vice Helps the Merchant.......... 
trading area, with 150 small and diver- 
sified industrial plants and a consider- | The Editor’s Outlook.................. By Arthur D. Anderson ............- 24 
able farm and forest background—re- 
tail conditions are sub-normal but not Things to Do Every Day in March........ Merchandising Calendar for the Shoe 
SGN Girccsc caress cowsesseseeds 2 


unhealthy. Banks are solvent but loan- 
timid. Shoe competition is equally di- 
vided between independent and chain | 5th Avenews .....................-5- What the Smart Shoe Shops Are 

stores. It is an almost perfect place SOW Nixes ctacccssuntrondesatas 30 
for a thorough study at retail. 


Through the courtesy of this family | The Retail Merchant and .............. Retailer and Tanner Express Their 
shoe store and its courageous pro- the Leather Market .................. WN iss ceckecisserneiees 32 
prietor we are permitted to plan, pro- |. 
pose, execute and practice as we will. | Shoe Store Service Section............. A Monthly Recorder Feature ........ 41 


We can test and prove, price and pro- 














mote so that we can publish in the | Backgrounds Contribute Atmosphere .... By fs Mi Wa NOSE ce ce cwsccens 42 
month of March the actual results in- 
dicating trend and change. GEMM NOWR 5 o> cocsiccecas ceecaweedac's About People and the Trade......... 47 
Published by BOOT anp SHOE RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw York City 
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ARIEL CROQUET 
Indiana Finish 
Carma last—! 8/8 heel 


Ariels are Different 


Ariels don’t look like ordinary rubbers 
They look like dainty footwear made of fine satin. Designed as grace- 
fully as the finest shoes, they sell at sight even to those who do not wear 
the ordinary type of rubber. 


Ariels don’t fit like ordinary rubbers 
“They fit beautifully!” Through the arch and shank, around the heel 
and the toe, they fit the finest shoes as though molded over them. 


No gaping at the sides when walking. 


Ariels don’t feel like ordinary rubbers 
So extremely light “you hardly know you have them on.” They 
gently hug the shoe without “binding.” They are unlined and elastic 
enough to slip on and off with surprising ease. 


Ariels are more profitable than ordinary rubbers 
Here is the highest refinement in stylish rubbers, and with the 
EXCLUSIVE and PATENTED Ball-Band imbedded elastic band 
around the top, Ariels are lifted above competition assuring profit- 


able selling. 


For spring stock, write us now to arrange for an early showing in your store. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A., Brattleboro, Vermont 




















Boot aND SHOE RECORDER 


10 combining THE SHOE RETAILER, Feb, 27, 1932 





























February 27, 1932 





The VOICE of the TRADE 


Cat. Frank Knox 


starts the machinery for preven- 
tion of hoarding. The President 
has asked for a national patriotic 
effort to dissipate fear and to re- 
store public confidence. So far the 
campaign has been making every 
effort to “bring money back into 
banks.”’ But why not go still fur- 
ther by urging patriotic spending 
to keep money in circulation— 
every dollar spent puts more men 
to work and helps agriculture and 
business generally. As important 
as the bank is, the retail store is of 
greater importance. 





ou D. Kepner Leather Co, 
has some unusual shoes at its store 
on South Street, Boston. Shoe 
men and tanners, too, looking 
them over, get quite a kick. Cop- 
per toed, cow-hide boots for boys 
are not the least among them. Nor 
are straight last shoes. A pair of 
dancing shoes, soles fastened on 
with pegs, is something to think 
over. Smooth inside, and flexible, 
too. The leather soles on a pair 
of boys’ boots look as if they were 
coated with a thin sheet of rubber. 
“Warranted by the C.O.D. man” 
is printed on the stamp on the 
heels of a couple of pairs. Evi- 
dently a merchant of other days 
made a feature of cash on deliv- 
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ery. Robert Lord, of the Lord 
Tanning Company, who has a 
hobby for collecting, gathered in 
these old shoes. He got some of 
them from a little old store way 
down in Maine. 








The Japanese are 
putting on modern shoes, are tak- 
ing up modern sports, are opening 
up modern department stores, are 
developing modern advertising 
methods, are building modern 
cities, with parks and_ athletic 
fields, as well as water supply sys- 
tems, sewers and gas and electric 
service, and so on—all summing 
up in vast changes in Japanese 
life, even to the extent of increase 
by one inch the stature of a multi- 
tude of the Japanese of the rising 
generation. 

Now there is a saying that man 
cannot increase his stature. But 
the Japanese are doing it. Of 
these changes in Japan, William 
R. Castle writes in The National 
Geographic. He was _ formerly 
U. S. Ambassador to Japan. He 
comments that along the streets 
one sees a multitude of Japanese 
girls dressed in New York style. 
A multitude of men, of the profes- 
sional and business class, are also 
dressed like New Yorkers, except- 
ing that some of them keep on 
wearing the typical Japanese shoes 
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of wood, straw or cloth, as the case 
may be. Foot costumes are 
among the last to change in the 
item of male apparel. That's be- 
cause the foot is used so much. 
It’s hard to change its activities, or 
its shape. The process is slow. It 
goes by generations. 

Of department stcre scenes, Mr. 
Castle sketches—“With the crowds 
come the noise that could be only 
oriental, the noise of thousands of 
wooden clogs, or getas, as Japan- 
ese call them, beating their tattoo 
on the marble floors. It somehow 
suggests perpetual motion, as if a 
river were rattling pebbles along 
its banks, a noise not unmusical, 
but unforgettable.” 


* * * 


MAKE THE NEXT ONE — 
RUSSET ON 
WHOLE WHEAT 











f, 4 
Xx 
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Monsieur Aubrey 


sells shoe polish, eats shoe polish, 
praises shoe polish, demonstrates 
shoe polish, and sings, dances and 
otherwise diverts in smartly pol- 
ished shoes. “The Shoe Polish 
King”’ is the title thrust upon him. 
His throne is on Place Blanche in 
Paris. Here he sells thousands of 
tins of polish. When trade lags 
a little, Monsieur Aubrey makes a 
shoe polish sandwich (spreads pol- 
ish between two slices of bread) 
and eats it. That’s a stunt that 
brings plaudits from Parisians; 
also, more sales of polish. 








Henry Wilson 


“The Natick Cobbler,” who be- 
came vice-president of the United 
States, once endeavored to com- 
plete a Marathon in shoemaking, 
and to make 100, shoes, ordina- 
rily a week’s work, without stop- 
ping for sleep. That was when he 
was earning some money with 
which to pay his way through 
school. 

The very hammer with which 
he tried to make this century record 
is now in the possession of Mrs. 
Mary T. Bedford of Lynn. It’s 
a fairly heavy hammer, and “The 
Natick Cobbler” must have plied 
it with zeal, for the leather grips 
on it are well worn, and so is the 
metal of the head. A very dili- 
gent and industrious man was this 
“Natick Cobbler.” Otherwise he 
never would have become vice- 
president of the United States. 





Jesse L. Attwill of a noted shoe- 
making family of Lynn, bought 
the hammer from the Wilson fam- 
ily years ago, and in the course of 
time it passed into the possession 
of Mrs. Bedford. She brought it 
forth and showed it to Lynn shoe- 
makers, on the occasion of the 
120th anniversary of the birth of 
Wilson (Feb. 16) that they might 
have some idea of the changes that 
have come in their industry be- 
tween the time that “The Natick 
Cobbler” plied his trade with a 
hammer, awl, knife and pincers, 
and these days when practically 
all shoes are made by power- 
driven machines. 

ae 


Werst hit stores 


are those down in the “pawn-shop 
belt and the sailor slop shop sec- 
tion” of many of the seaports of 
this country. They can’t do any 
business because the “cheap- 
cheap” bird has crawled out of the 
gutter and now finds a place in 
the no-standard department store 
and those once-popular grade 
stores which now do everything 





YOUR JOB—AND MY JOB! 


—I have a very great respect for my Job 
these days. 

—In fact, | take my hat off to my Job 
every morning when | enter my office. 
—The simplest way back to prosperity is 
for each one of us to endeavor to do his 
Job a bit better than it has ever been 

done before. 

—tet the big fellows look after their big 
Jobs—let the little fellows look after 
their little Jobs—and let us business men 
forget Germany and China and Repara- 
tions and Prohibition for a while, and 
concentrate on our own job of getting 
our Business on a good, wholesome basis 
for the next forward movement in indus- 


try. 


President 





for sweet volume’s sake. But 
what a time they are having. One 
fellow selling dollar shoes says: 
“TI can’t make any money for the 
people want an hour’s fitting time 
and apologize. for coming in. They 
high-hat me from the start.” 

By this token be it known na- 
tionally that the cellar is full. 

4. 


Sargent F. Eaton, 
of Howland Dry Goods Company, 
Bridgeport, Conn., says: “This 
period has shown a lack of knowl- 
edge on the buyer’s part. Part 
of this is due to management bawl- 
ing out instead of instructing and 
part of it is due to the natural in- 
clination of a buyer, as soon as he 
has become a buyer, to feel that 
he has arrived and stop studying.” 

oe 


Castes C. Welngins, 
of B. F. Dewees, Philadelphia, 
advises “the absolute necessity 
for disposing of any merchandise 
which tends to become slow-selling 
before it requires too drastic a 
mark-down. All merchandise must 
be sold in the season in which it 


is bought.” 
‘8s 


“W. believe there 


are a great many merchants who 
are interested in selling trade- 
marked merchandise on which they 
can make a normal profit,” de- 
clares W. F. Cairns, president of 


the Beacon Falls Rubber Shoe 
Co. “This applies particularly to 
merchandise that has individuality, 
is backed by a properly worked-out 
selling plan and on which there is 
a thorough understanding between 
the manufacturer and the retailer 
as to present and future policy. 

“During these abnormal times a 
great many dealers have fought the 
battle along these lines and they 
are convinced that, when the cor- 
ner is turned and the consuming 
public returns to their former 
places of supply for merchandise, 
they will be pleased to learn that 
these dealers have not been stam- 
peded into the maelstrom of cheap- 
er and inferior goods.” 


* * * 








Lumberjacks are 


being fitted out for Spring logging 
time. They sometimes stake their 
lives on their boots. That’s the way 
it is with the lumberman down in 
the woods of Maine. So Bass makes 
for him boots to take the risk and 
come through. These boots are of 
wax calf for the uppers and stout 


‘soles, and bellows tongues, the 


whole being of waterproof con- 
struction. In the soles, as well 
as the heels, are calks, and these 
calks must grip securely on the 
logs as the lumberman drives 
them down the stream. Other- 
wise, the lumberman is in danger 
of going down into the icy cold 
waters of the river Boots are 
often his best friends. 


* * * 


F uller E. (Bud) Jarbo, 


manager of the New York division 
of the A. C. Lawrence Leather 
Company reports a demand for 
heavyweight calfskin for women’s 
unlined shoes and by the perversity 
of tanning fate, the leather wanted 
is a men’s weight calfskin out of 
a market that is the firmest for 
price in the entire leather field. 
That’s tanner’s luck in reverse, 
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for there is plenty of lightweight 
stock for women’s shoes. Perhaps, 
that too will switch and become 
a men’s leather. 

Ghillie leather has its particu- 
lar problems. To get the white or 
cream inside color necessitates 
real tanning technique for it is a 
matter of table color in one case 
or skillful shaving to get middle 
color in the other case. 

But for all that, the tanners 
delight in problems. 


* * * 
PLEASE / HE'S THE 


€ ps, 


Dame Fashion’s 


demand of a year ago for rep- 
tiles, which sent leading buyers 
scurrying all over the Eastern 
hemisphere to obtain authentic 
skins, has had a telling effect in 
the Orient to the extent that the 
barriers may soon be down on the 
further exportation of reptile skins. 
Authorities at Indo-China re- 
cently informed the Department of 
Commerce that the destruction of 
poisonous reptiles for shipment to 
this country has resulted in a great 
increase in the number of rats. 
From India alone, during the 
first three months of 1931, 36,750 
reptile skins were shipped to this 
country, to say nothing of the 
shipments from Africa and other 


parts of the Orient. 
* * * 






[., these days of 
intensified competition among mer- 
chants for a diminished volume of 
potential business, retailers are 
more than ever interested in hold- 
ing fast to the customers they have 
and thus maintatining a permanent 
clientele upon which they can de- 
pend for steady trade. G. Levor 
& Co., prominent tanners, in ad- 
dressing retail shoe merchants, sug- 
gest these two ways of accom- 
plishing the objective: 

“The seller’s interest in his cus- 
tomer must not expire at the con- 
clusion of the sale. That is said to 
be one of the problems of the 
chain store. Remember that there 
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is deep truth in the old headline: 
‘Satisfaction is remembered long 
after the price has been forgotten.’ 
Buy your customer’s good will by 
making her feel that you have 
offered her merchandise with a 
reputation and that you wish to be 
of service in helping her to derive 
full satisfaction. 

“Our second suggestion is that 
the expressed preferences of a 
clientele should be catered to, in- 
stead of attempting to merchan- 
dise footwear which offers a 
longer mark-up at the season’s 
start but inevitable mark-down 
later.” 


x * 4 
Roy Mann, of 
Burdine’s, Miami, states: ‘An- 


other very outstanding lesson which 
I think all of us have been taught in 
1931 is the necessity of more SELL 
by sales-people, assistants and de- 
partment managers, in fact all 
through the organization, and I be- 
lieve for the next few years to 
come we must place more impor- 
tance on the selling end than we 


have in the immediate past ; in care- 
ful selection of salespeople; more 
intensive training cf salespeople; 
the necessity of devoting more time 
to floor work in the supervision of 
selling because the prizes are going 


to go to sellers. 
* * * 


F rank Vorenburg, 
of the Gilchrist Co., Boston, says: 
“The experience of departments 
operating with rapid turn-over 


‘during 1931 has convinced me that 


the same principles of low stock 

and high turn-over are just as ap- 

plicable today, if not more so, that 

real profits were not produced by 

departments carrying large stocks.” 
EA. 


“Harbor of Lost Soles” 


is the registered letterhead of the 
shoe rebuilding company at Miami 
Beach, Florida. This little busi- 
ness of shoe rebuilding by factory 
methods capitalizes on its heading. 
Incidentally, for repair stock, it 
publicizes “using only nationally 
advertised materials.” 
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W. RUSSELL WERNER 


Mr. Werner is vice-president and general manager 
of the Frank Werner Co. and one of the chief fac- 
tors in its success, particularly in the merchandising 
of men’s shoes. In connection with the movement 
to increase volume through promotion of summer- 
weight footwear he has been an outstanding figure 
and his firm has achieved exceptional results. He 
is tall, genial, likeable—a keen merchandiser and an 
enthusiast for outdoor sports, particularly golf and 
football. 





That Is the Fundamental Principle on Which 
Frank Werner Co. of San Francisco Has 


Developed an Unusually Successful Men's 


Shoe Business—Right Selling Means Right ° 


Quality, the Right Style, Right Fit and an 
Advertising Appeal That Is Logical and 


Convincing 


The experience of merchandisers 
of men’s shoes indicates that there are certain gen- 
eral methods and principles that apply everywhere 
throughout the country and others that have a sec- 
tional application. The successful merchant is he who 
plans his business with both the general and the sec- 
tional requirements thoughtfully in mind. 

Frank Werner Co., of San Francisco, find through 
their twenty-one years of markedly successful mer- 
chandising, that the one general principle to remem- 
ber in selling shoes to men is that the male of the 
species is inclined to be as loyal to one make of shoe 
and last as he is to be loyal to his club or his lodge. 
Sell him thoroughly on a certain make and the proper 
last for his foot and he will keep buying that same 
shoe, at the same store and from the same clerk. 

It follows as a matter of course—in order to en- 
able the customer to return again and again and find 
the last he favors in the same make of shoe—that the 
Werner policy is to concentrate their buying in the 
various price groups with one proven factory in each 
group, rather than be ever shopping about for price 
from season to season. 

Another phase of the same policy: Werner’s carry 
plenty of types and styles, but carry fewer styles, 
perhaps, than some stores, and instead are careful to 
keep up the size range. This they find a better method 
than too many styles of similar character at the ex- 
pense of a proper size range. 

Among their more sectional policies, Werner’s find 
that the men of the West prefer the medium weight 
shoe and the medium toe rather than the heavier shoe 
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with customized last, although at the present time the 
customized type shoe is very popular. 

Of more than sectional scope however, is the Wer- 
ner policy of playing up well the summerweight shoe 
season and the sports seasons, for these are the 
strongest appeals—appeals that persuade even mere 
man to emulate the gentler and better-dressed sex, 
and listen to the dictates of season and fashion—and 
hence to buy a new pair of shoes some little time 
before the old pair is “all gone.” 


And this means advertising— 
Werner ads featuring men’s shoes appear once or 
twice a week—generally twice a week—in the leading 
San Francisco newspapers. 

Here, too, is evidenced the soundness of Werner’s 
analysis of male psychology—the “copy” of the ad- 
vertisements is not only  virile—‘“peppy” and 
“snappy’—but is logical and timely. And “timely,” 
for the division of humanity that must be reminded a 
dozen times or so to buy that needed pair of shoes, 
means that Summer ads must begin to appear in 
March! 

To exemplify, here is a quotation from a March 
14th, 1931, Werner ad: 

“Light-footed and light-hearted are wearers of 
Werner Solite Oxfords and with money still ‘in 
pocket.’ The secret is, they are ‘so-light’ (light-as-a- 
feather) that enervation just ‘isn’t’ with a pair of 
these on your feet in any Summer climate. A dozen 
different styles, each with the soft, easy flexibility of 
a fine glove. Brown or black calf, all styles, $8.50.” 


To avoid sameness and yet 
to repeat the same message again, the same copy was 
used in an April 21st advertisement, but with the 
addition of the caption: “Earl Burtnett, up from Los 
Angeles with his dance orchestra, at the Mark Hop- 
kins Hotel, says: ‘Werner Solite Oxfords are like 
San Francisco Climate—Peppy.’” The photo of Earl 
Burtnett at the head of the add completes the picture. 

The economy appeal that necessarily runs through 
1931 advertising copy is likewise treated in breezy 
vein. To quote from a few Werner ads: 

“Now—the ‘Ritziest’ Styles at Economy Terms! 
A complete Spring presentation with economy in 
stride with unexcelled style.” 

“You can acquire that ‘expensive’ look in your 
footwear without acquiring a lot of expense if you 
will consult Werner.” 

“It’s the ‘Sweet Buy and Buy,’ for never have you 
[TURN TO PAGE 62, PLEASE] 
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MEN'S ge 


pon a recent study of retail shoe advertising 
appearing in a large number of newspapers 
throughout the country two important observations 
stood out clearly: 


1. The exceedingly small volume of men’s shoe 
advertising used. 

2. The fact that most of the advertising of men’s 
shoes which did appear emphasized the Price appeal. 

Even allowing for prevailing economic considera- 
tions, there is no good explanation of the inade- 
quate presentation of men’s shoes through the 
advertising pages of the newspapers. 

Women’s shoes, it was found, are being adver- 
tised much more extensively, the ads occupy larger 
space and the price appeal is less obvious. Granting 
that women are more interested in their apparel 
and their footwear than men, the fact remains that 
men do buy shoes, that many men can afford to 
pay reasonable prices for them and that a large 
class of prospective male customers are impressed, 
not merely by price, but also by such considerations 
as style, wearing qualities, fit and comfort. 
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Ingenuity of Tanners and Originality 
of Designers Reflected in a Variety of 
New Leathers and New Uses of 
Leathers and Fabrics for Women’s 
Warm Weather Footwear in 1932 


New leathers, new uses and 
new materials promise to make the 1932 Summer 
sports season most unusual. Rough and smooth 
calfskins, novelty prints, pig grains, Morocco, and 
veal leathers are suitable for unlined footwear. For 
the dressier types, plain and embossed kidskins, doe- 
skin, suede, tapestry seersucker, linen meshes, string 
weaves, eyelet treatments; also felt in combination, 
piques, covert and garbardine are some of the many 
materials that will be available. 

In the wide scramble for the unusual many new ex- 
pressions in leathers and fabrics have been brought 
forward for footwear. Those who back materials 
find it necessary to study shoe cleaners and their 
bases, so as to make the adhesives non-solvent. Many 
of the fabrics are now woven with extra tensile 
strength to allow for hard wear, but every season 
some manufacturers and all too many retailers pay 
the price of unsatisfactory merchandise through ad- 
justments and many returned shoes. 

In checking the dress fabrics and the dress promo- 
tions of the silk houses one feels the importance of 
the tri-color combinations in bright and subdued pas- 
tels with the dark blue or black coat suit. For ex- 
ample, many of the smart coat dresses are of corsair 
blue with the blouse of two vivid tones and a crayon 
color or perhaps a skeleton blouse of white with 
shrimp pink and crayon blue. The knitted blouses of 
beige wool fashioned in the daintiest designs herald 
a wide appreciation of the spectator mode which will 
be adopted for all day wear. 
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New Shoe Materials Featured 






Smartly styled, full throated 
step-in of medium blue 
shagron, underlayed in 
shrimp red kid. The boule- 
vard heel of medium height 
allows this shoe many uses. 









Dark brown kid skeleton oxford 
made with open shank. This 
type is very successful in south- 
ern resort footwear and is ideal 
in white kid. It is a stylish and 
appealing pattern, and at the 
same time very sensible and 
practical. 










Unlined light blue 
Morocco shoe with 
circular throat of con- 
trasting white. This 
one eyelet closing is 
very popular in the 
top price grades. 

















Colorful footwear is very much in the sports pic- 
ture. Never have shoes been so alluring or so dainty 
in pattern or so wearable for sports or sports occa- 
sions, There is a wide diversity of materials, all in 
correct fashion, tested as to satisfactory service and 
useable in all sorts of patterns. 

This is a year of ingenuity, a year of plus values 
and a year of exacting buyers. The retailer must 
study fashion harder and longer than he has ever done 
because so many new ideas in clothes are being 
brought forth each week to create an appetite even 
among the most apathetic of customers. 





Recently in shops | have 4 
noticed shoe salespeople trying to force sandals over j 
the big toe and over the joints. This procedure is 
particularly noticeable when the substance of the shoe 
is of fabric, or when it is a sandal with narrow leather 
bandings. Some of the newer sports shoes are built 
on patterns that have cross appliques. These appliques 
are cut on the straight and allow no give for adjust- 
ing on the foot. Last season a mule manufacturer 
worked out bias pieces in toe bandings which came 
toward the center vamp like butterfly wings. This 
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White linen pump embroid- 
ered through the lining, which 
is of kidskin. This method 
of assembling keeps the lin- 
ing from lifting away from 
the backing of the fabric. 


A successful pattern accomplish- 
ment in two finished leathers. 
The ‘double centre strap of dark 
blue doeskin allows a shallow 
throat and good fitting. The red 
and white lining reflects the bi- 
centennial interest, which is such 
an important influence. 


Olympic sandal of 
splendid proportion 
and fitting quality. 
Each strapping is so 
placed that the foot 
is held and supported. 
Various combinations. 





procedure allows for gett:ng of the foot into the shoe, 
especially in hot weather and on pointed toe lasts. 

The older shoe salesmen who have fitted feet for 
years, find that with careful manipulation of a shoe 
horn a tight vamp line can be eased over the stock- 
ing. An experienced person finds this easy to do, but 
unless the man is adroit it sometimes ends in an of- 
fended customer who remembers the clumsiness long 
after the incident has passed. The fitting of a sandal 
is very much like that of an overshoe. There is a 
knack in slipping it into place. The clerk should 
place the toe of the customer obliquely against the 
innersole, then with a quick twist to a straight posi- 
tion allow the toes to slide into the upper vamp and 
the heel to slip into place. 

Some salespeople in the better shops on Fifth Ave- 
nue say they find it very easy to fit sandals by picking 
up the vamp of the shoe with the thumb and fore- 
finger, sliding the shoe over the fore part of the 
foot and over the joint. No shoe horn is used in this 
procedure, and the heel is finally slipped into place. 

Understanding the customer’s needs is half the bat- 
tle in closing the sale of a pair of shoes. Long waits, 
wrong widths and inattention tightens many purse 
strings. 
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for Spring and Summer Season 







Original and Daring Color Combi- 
nations in Feminine Apparel Call for 
Colorful Footwear for Sports and 


Outdoor Use—Retailer Must Study 
Fashions to Avoid Costly Errors 


Spring footwear is appearing in all the Fifth Ave- 
nue shops. Patterns feature new combinations and a 
well-defined youthfulness is characteristic of shoes 
displayed in the interesting shops. 

The felt shoe made by one of New York’s clever 
designers is perhaps the most interesting number in 
the Bergdorf Goodman collection. Bergdorf also 
shows some antique brocade evening slippers and bags 
to match. Rich brown and dark blue are featured 
with smart lace-like perforation across the vamp and 
quarter. The appearance of felt is very much like 
suede or antelope. 


Saks-Fifth Avenue displayed 
dark blue kid and calf oxfords with a new pattern in- 
terest. The overlays are rather long and heavy on the 
quarter, while a straight tip is accomplished by either 
blind stitching or pressing. A few zigzag stitchings 
on the toe line mark the shoe as custom made. 

Walk-Over shows an interesting pump of white 
kid with lace punching. The perforations are so ar- 
ranged that the shoe has the appearance of having 
lace insertions and can be cleverly worn with lace 
afternoon sports frocks. 

Slater features a silk hand woven mesh evening 
slipper with satin bandings so arranged that a basket 
weave stay is formed on the shank and quarter lines. 
This shoe is made over a full toed last and is most 
elegant in appearance. White buck in an unlined ox- 
ford is also displayed by Slater. 


























How to Make 
Department 


Pay Its Way 
Plus a 
PROFIT 


Relatively Staple Character of 
Children’s Shoes Offsets Smaller 
Dollars and Cents Volume, Success- 
ful Oak Park Retailer Observes 


M4 T ; . 

he children’s shoe business 
is the greatest entree to the good graces of about 
75 per cent of the shoe buying public,” declares E. J. 
Fanning, of Oak Park, IIl., who conducts a very suc- 
cessful shoe business built on just that principle. 
Mr. Fanning is firmly convinced that the shoe busi- 
ness is just as good a business to be.in as any other 
business, and the trim and modern appearance of his 
store, the continuous bustle of activity, the cheerful 
and obliging attitude of his clerks, the personal in- 
terest which Mr. Fanning himself takes in every cus- 
tomer, reflects his optimistic, aggressive personality. 
“Through the child we can get a great deal closer 
to the parents,” says Mr. Fanning, “because service 
rendered a child is sincere service. Parents, as a rule, 
realize that because the amount of money involved in 
a child sale is usually small, ours is something more 
than a dollars and cents organization. The service 
and satisfaction rendered a child will often make such 
an impression on the parents that when they are in 

the market for shoes, they invariably think of us. 
“The total dollars and cents volume of the children’s 
shoe business, in number of pairs handled, will appear 
small when compared with men’s or women’s busi- 
ness, but the merchant should bear in mind that loss 
or depreciation in children’s shoes is practically nil, 


a Junior Shoe 
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E. J. FANNING 


if they are properly merchandised. Children’s shoes, 
if given a fair chance, will pay their own way and 
make as much or more net profit, for the investment, 
as either men’s or women’s, to which most merchants 
give the greater part of their advertising, display and 
personal effort. 


‘Te 90 per cent. of the children’s 
shoes which we purchase are stock shoes. We de- 
pend upon a few manufacturers to supply these shoes, 
which are all staple, plain types. Many of these shoes 
have been in our stock over four years. They are 
seldom changed and the same styles and sizes are re- 
ordered from one to three times a week, thereby keep- 
ing clean, fresh-looking shoes of known quality and 
standard lasts, which the parents get to know as well 
as we do ourselves. Such an arrangement enables us 
to retain the assurance of fit from one pair to the 
next. In fitting children’s shoes, we always antici- 
pate growth, thereby showing the parents that we are 
interested in the children’s welfare when we recom- 
mend an extra half size. Among smaller children, 
especially, it is very aggravating to the parents to 
have the child ‘grow out’ of a shoe a few weeks 
after it has been purchased. 
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“In selling the same lasts season after season, and 
bringing the children through the various changes of 
lasts as they grow up, we believe we are contributing 
more to good-will than by the constant changing to 
different makes and fads, which make their appear- 
ance from year to year. However, when we get 
above size twelve, children appreciate a little novelty, 
and we endeavor to accommodate them, but we watch 
our step, as it is easy to lose a good share of the 
profits on novelty style numbers. 

“The most difficult part of the children’s business 
lies in the so-called growing girls or senior misses 
run. It seems as though no one can prevent girls of 
this age from shopping from store to store. While 
this is a valuable part of the shoe business, I think 
the average store tries to carry too many styles to get 
the proper turnover. We believe in giving these 
young folks style, but at the same time, we keep an 
extra close watch on the number of pairs of shoes to 
stock, inasmuch as they seem to demand constant 
changes. 

“In stores carrying both women’s and children’s 
shoes, the hooking up of the girls’ shoes with the 
women’s shoes, deserves considerable thought, espe- 


cially as regards the height of heels. Merchants 
should depend on the women’s shoes to help the turn- 
over of the girls’ styles and vice versa. 

“We find a similar problem in connection with 
the heavier types of boys’ shoes. Many parents ob- 
ject to too heavy shoes for boys, starting in the little 
gents run and diminishing to size two. We believe 
that in the better class stores the tendency is to buy 
lighter weight shoes for boys up to size two. By not 
buying many heavier types of shoes for boys in the 
youth’s run, we help the sale of the lighter weight 
shoes that can be sold for boys and girls, which cer- 
tainly makes for extra turnover. 


“While we handle men’s 
and women’s shoes in addition to children’s, we 
usually run separate ads on children’s shoes instead 
of including adults’ and junior footwear in one adver- 
tisement. We use newspapers, direct mail and nov- 
elties. We always make it a point to have every child 
leave our store with some little reminder of the call. 
Toy airplanes and balloons have proved especially 

[TURN TO PAGE 58, PLEASE] 
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Up-to-date and attractive interior of E. J. Fanning store in Oak Park, Ill. Mr. Fanning is convinced 
of the profit possibilities of juvenile shoes when they are merchandised properly and promoted aggres- 
sively. In addition a children’s department builds business for the store, he maintains. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 27, 1932 


19 












dd 
W ti, what'll 





Profit! plus Safety by In-Stock 


How a Rotating Stock System Enables the 
Merchant to Offer Styles, Carry Sizes and 
Get Increased Turnover on Smaller Investment 


ness on a stock which 





it be today? Lots of 
sizes and not so many 
styles, or plenty of 
styles and fewer 
sizes ?” 

“I know the answer 
to that,” said a slender 
gentleman with gray 
hair, a kind face and 
an active interest in 
civic welfare. “One 
kind of merchant is 
the backbone of our 
industry; the other, I 
guess, is the funny 
bone. Like O. Henry, 
I don’t know who we would ever do without him.” 

The questioner was the writer and the questionee 
was (and still is, I hope) sales manager of one of the 
largest wholesale shoe houses in the country. 

“But,” I objected, “there must be some merchants 
who play the game successfully with a large number 
of styles and who still have a fairly well controlled 
stock. It seems to me I have heard of men who have 
solved this problem by staggering their sizes, so that 
they have some of &il possible sizes but not all sizes 
in any one style.” 

“There are,” said the sales manager, “but they are 
darn few and far between and they run more than a 
large risk of losing sales by trying to switch a cus- 
tomer from a style she wants to one in which they 
have her size.” 

“We are not very much interested in that method 
of doing business,” he continued. “We do nine- 
tenths of our volume with smaller merchants—men 
doing between $20,000 and $50,000 a year—the kind 
of stores which are responsible for around 60 per cent 
of the country’s shoe business. They rotate their 
stocks.” 

“They what?” I interrupted. 

“I said ‘rotate,’”’ said the sales manager. “It’s the 
1932 method of doing business with an in-stock 
house. One of my customers does a $52,000 busi- 
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never inventories more 
than $6500. 

“When this man 
opened his store many 
years ago, he had no 
problems to amount 
to anything. All he 
had to do was to buy 
what was offered in. 
B, C and D widths. 

“Then things began 
to change and he 
found he was losing 
sales because he 
didn’t have enough 
widths. Gradually, A’s 
percolated into his stock; then double A’s. Now he 
has to carry triple A’s, double A’s, A’s, B’s, C’s and 
maybe even D’s—six widths instead of three—exact- 
ly double the amount of stock assuming that the num- 
ber of his styles is to remain the same. But then came 
another complication, for, with this change-over in 
size schedules appeared also an increased interest in 
style variety and it looked for a time, at least, as 
though he were going to have to multiply his original 
stock by four in order to fit both the feet and the eyes 
of his trade. 

“Let’s forget all the intermediate agony this man 
went through in reaching his present peak of suc- 
cess; and set against this gloomy picture above, in 
high relief, the facts about this merchant’s stock as 
it is today. 

“At the beginning of each season, and with our as- 
sistance, he determines the minimum number of 
styles which he must have in order to get his share 
of the business. In triple A’s and doubles A’s, he 
generally buys not more than one pair of each style 
and in sizes from 5% to 9. In A’s he buys a few 
more, in sizes 4 to 9. B’s and C’s, his experience tells 
him, sell a bit more freely, so he buys these in sizes 
3 to 7% or 8, perhaps two pairs to a width. This 
size schedule he has worked out over a period of 
years. 
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“Needless to say, during the selling season he sizes 
in every week. It is toward. the latter end of the 
season that he starts this business of rotating.” 

“Let me tell one,” I interrupted. “There were two 
Irishmen, Pat and he 

“Shut up,” said the sales manager. “After looking 
you over carefully, I have decided that this rotating 
process had best be explained in words of one syl- 
lable. Even then, I’m not sure you will get it. 

“Let’s assume that this merchant has been doing 
business on eight styles, six of which will die with 
the end of the mid-season selling. After the peak 
has been reached, and just passed, he forgets to size 
in on those lines, getting rid of what he has, slowly 
but surely. However, there are two styles which are 
good not only to the end of 
the season, but which also 
may reasonably be expected 
to hold over into the next, at 
least for awhile. These he 
calls good carry-overs. 

“On these two styles, the 
merchant continues to size in 
right up to the end of the 
season. Then he sizes in 
again. This time, however, 
he does not fill:the holes in 
his carry-over stock with the 
same styles but with next 
season styles, which are sim- 
ilar in color and general ap- 
pearance. : 

“This means that he begins 
the new season with a com- 
plete range of sizes and 
widths on six out of eight of 
his ‘needed styles; and with 
a few sizes each on two other new styles, with which 
are mixed the broken sizes of the two older styles 
which he has carried over from the previous season. 
These broken sizes of the carry-over styles are then 
worked off gradually ; and the next sizing in he does 
is on the two new styles.” 

“What does that get him?” I asked. 

“Just this,” he said. “At no time during the year, 
either at the beginning of a selling season, nor at its 
peak, nor near its close, does this man have on his 
shelves more than $6500 worth of merchandise. 
That’s his maximum inventory at any one time and 
he never exceeds it. 

“It enables him to get a maximum volume of busi- 
ness with a minimum investment. His turnover is 
increased. He doesn’t have to load up heavily at the 
beginning of every season because he has passed the 
buck to us to hold shoes for him when he wants them. 





He doesn’t have to bother very much about whether 
‘a Style is a flash in the pan or whether it’s good for a 


N early Easter and retail shoe 
stocks at the lowest point in 
years combine to focus attention 
on the in-stock service of shoe 
manufacturers and wholesalers. 
Shoes required for pre-Easter selling styles. When this is done 
will be needed in a hurry. Thousands 
of merchants will seek in-stock 
sources to supply merchandise that 
must be on their shelves in the next 
three weeks. A survey of the in- 
stock situation by Recorder corres- _—service. 
pondents shows manufacturers and 
wholesalers prepared to meet the 
situation. An unusual variety of 
styles and types of seasonable foot- 
wear are in stock in all of the lead- 
ing wholesale shoe markets. 


real run. If it’s the former he can get out from under 
quickly; if the latter, he can get some more of the 
same kind from us, or from any good in-stock house 
with which he has elected to tie up. Also, he can fit 
most everyone who comes into his, store. 

“And in conclusion, my dear young man, just 
prior to having you hurled through the back door, 
you will be surprised to learn that the average mer- 
chant in this country can get from 85 to 90 per cent 
of all the shoes he needs from any one of scores of 
good in-stock houses.” 

“Wrong again,” I said. “Nothing you could pos- 
sibly tell me about the shoe industry would surprise 
me—not even if you said the whole blamed thing was 
to be wrapped in cellophane.” 

Dealers are urged by man- 
ufacturers who operate in- 
stock departments to disre- 
gard their personal minor 
preferences as far as possible 
and put their unified efforts 
behind the factory-selected 


the manufacturer is confident 
of dealer cooperation and 
will therefore stock those 
styles in sufficient quantities 
to give his agents the best 


The necessity for this kind 
of dealer cooperation is ex- 
plained by one manufacturer. 
“Stock service will never be 
successful unless the guess is 
eliminated and there is a 
closer relationship between 
distributor and account. 

“We must know the condition of dealers’ stocks, 
We must understand their particular territorial prob- 
lems on sizes, patterns, materials, seasons and ability 
to buy. We must plan our style program along with 
our agents, stock shoes that will please the majority, 
then try to concentrate their purchases on those chosen 
styles.” 

These cooperative efforts are right in line with solv- 
ing the difficult problem of advertising trade-marked 
shoes in a national way. 

The style element in shoes makes it almost impera- 
tive that each national advertisement carry a cut of 
some style—naturally a new style. Then when the 
customer, having read the ad, walks into the agent’s 
store and asks for that style, it’s a sorry day for him 
if he cannot show it. 

Not infrequently do we hear dealers complain that 
the factory deliberately advertises styles not on their 
[TURN TO PAGE 58, PLEASE] 










In-Stock in Step with the Times 


Expansion of Manufacturers’ Service to Include 


Smart Patterns and Variety of Colors Aids Merchant 
in Keeping Investment Down and Turnover Up 


VvVvvV 


F or the shoe merchant who does 
not care to play the game of high style, with its long 
profits, but coincident losses and risks, using the in- 
stock departments of manufacturers offers an altern- 
ative that has decided advantages. With Easter but 
four weeks away, in-stock departments offer a source 
of supply for salable shoes that can be delivered in 
time for pre-Easter selling. 

There was a time in the not distant past when in- 
stock shoes were made in only the most conservative 
and safe types. In the last few years, however, with 
the retailer showing a disposition to lean more and 
more upon the manufacturer’s shoes upon the floor 
ready for immediate shipment, the manufacturer has 
expanded the style range of his in-stock department. 
We now find style shoes, some of them even approach- 
ing high style in pattern and color, listed in in-stock 
catalogs. The manufacturer is inclined to take more 
and more risks in putting style shoes in stock in order 
to get the hand-to-mouth business of the smaller 
merchant. 

Recently Boor AND SHOE REcorDER, in order to 
acquaint itself with the types, styles and prices of 
shoes available from stock, wrote to about 600 shoe 
manufacturers for this material. Close to 400 in-stock 
catalogs were received in response to these letters, a 
surprisingly large number. Perusal of these catalogs 
and comparison with similar catalogs of a few years 
ago reveals noteworthy expansion in the range of 
style shoes that have been placed in stock by many 
manufacturers. No longer are in-stock shoes con- 
fined to simple oxfords, mainly of the corrective type, 
and to plain one strap or pump patterns. Tricky 
patterns and wide color ranges appear in these in-stock 
catalogs and it is possible for the merchant to pick 
out styles with plenty of fashion appeal in them for 
his Spring stock. By using these in-stock shoes he 
can get along with a much smaller initial order, for 
he has the quick shipment facilities of the manufac- 
turer to fall back upon when reorders become neces- 
sary. This is precisely the reason that manufacturers 
have built up their in-stock departments—to give the 
merchant an opportunity to carry in his own store a 
minimum number of pairs of shoes and yet enable 
him quickly to replenish the stock as it is sold down. 





Some manufacturers who maintain large in-stock 
departments have devised systems and forms which 
make reordering on the part of the merchant ex- 
tremely easy and almost automatic. On style shoes, 
the first order may involve some slight risk, but cer- 
tainly not as much as placing a make-up order with 
a manufacturer for future delivery. After that, the 
risk is minimized, for if the initial order moves 
slowly, reorders are eliminated. If the initial buy, 
however, moves quickly, if it strikes a response in the 
store’s clientele, quick reorders keep stocks at a point 
adequate to handle the demands made upon them. 


The in-stock method of 
operating has proved quite successful in a large num- 
ber of children’s shoe stores, where the heaviest busi- 
ness is done at the end of the week. The usual 
method is to size up the stock immediately after the 
store is closed on Saturday night. In most cases the 
reorder reaches the factory on Monday and the shoes 
are shipped immediately. They reach the store by 
the middle of the week, thus building up the stock to 
an adequate size to be ready for the heavy drain of 
selling on Friday and Saturday. 

One of the interesting developments of the expan- 
sion of in-stock departments to include style shoes 
is that it is enabling many of the smaller merchants 
to carry a better line of shoes than they ordinarily 
could afford to carry if they had to be made up to 
order. This has been demonstrated in several stores 
which began as exclusively children’s shops, but in 
which a short line of women’s in-stock shoes was soon 
established. The investment in women’s shoes was 
small, but as the quick in-stock service was used to 
keep the stock adequate at all times, a good business 
was built up, forcing an expansion in the variety of 
styles carried by the store. 

Of course, in using a manufacturer’s in-stock de- 
partment, the retailer must not depend on it to the 
extent that he carries little more than a sample line 
on his own shelves. You can’t blink the fact that 
more sales are lost through lack of sizes than through 

[TURN TO PAGE 58, PLEASE] 
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STETSON’S _7_io 





Men’s Shoes at New Lew 
Retail Price 















At their new low retail price range . . . $10 to 
$12.50 . . . Stetson’s famous PRE-WALKED 
Men’s shoes are stepping along to faster sales and 
consequently greater profits for the dealers with 
a Stetson setup. 

Naturally there are good reasons for this. 

In spite of the retail price reduction, Stetsons 
remain exactly the same in materials, crafts- 
manship and quality. No new inferior models have 
been added to sell at bottom price. The reduction 
applies to every standard Stetson shoe in stock. 
So Stetsons stand out, more than ever before, as 
the greatest fine shoe value in the industry. 

Apply the facts to your own situation and see 
the advantages and added profits that would 
accrue to you with a Stetson line-up. 


For instance, a vast new market . . . many new 
customers... a greater “repeat” business . . . and 
the great gross profit on each individual sale that 
liberal Stetson factory prices allow. A selling 
feature exclusively Stetson’s—the PRE-WALKED 
shoe. And an In-Stock service that has no equal 
for speed and reliability in Dept. 5... which ships 
your order the day it’s received. 


We’ve spoken out briefly, bluntly, without 
ballyhoo. We believe it will be to your profit to 
investigate our proposition. You'll find the com- 
plete, comprehensive story in Dept. 5’s new cata- 
logue. Send for it today and convince yourself! 
The Stetson Shoe Company, Inc., South Wey- 
mouth, Mass. 


STETSON SHOES 


for men and women 6% 
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Selling Takes Spring Command 


New Spring merchandise is 
ready for the selling and from now on “Show and 
Sell” take command in every shoe store. It’s up to 
every man having a capacity for selling to do his best 
in the month of March. For a number of years the 
customer has known more about selection of shoes 
than has the man of contact at the fitting stool. A 
well-informed public is all right as far as it goes, 
providing a merchant can interpret wants in advance. 
But today’s customer has become so self-opinionated 
that all selling has become confusion. Now we reach 
the point where stores must balance good public opin- 
ion with authoritative store information. 

One shoe salesman in a good shoe store has in- 
creased his fitting average every month for nearly a 
year. He did it by “finding the right time in the pe- 
riod of sale TO TAKE COMMAND.” He was 
willing to listen to the customer up to a certain point, 
then with a few well chosen statements he showed the 
customer that he knew his goods, their use and their 
price reason. He found that his customers appreci- 
ated the strength of definite fashion and fitting infor- 
mation. As a result, he sold more than his quota. 
At the same time, he diminished returns and allow- 
ances almost to the vanishing point. He made the 
customer aware of his or her responsibility. The pur- 
chase was left with no strings attached to it. It was 
a firm sale. That salesman has increased his income 
in spite of the general depression within and without 
the store. 

Here are the reasons why we must have a better 
direction of selling at retail: New merchandise ages 
faster today than ever before because smaller lots of 
shoes reach the sizes-out stage in a mighty short time. 
Shoe selling is closer to the shipping case than ever 
before. One merthant has found out that on the 
average 48 per cent of his new merchandise sells the 
first month he owns it, 22 per cent the second month 
and approximately 25 per cent of the merchandise is 
subject to mark-down. This leaves a balance of 5 


a). 


per cent to be sold after the fourth month. This store 
is watching its slow selling merchandise much more 
carefully. To make a profit the merchant has got to 
get most of it out of turnover, and that quickly. He 
now considers mark-down as an item of expense. 

Salesmanship has a more important part to play 
when another merchant summarizes the importance of 
of these five Spring selling points: 


“1, We were taught more than ever that large stocks are not 
necessary. Tremendous stocks were the most dangerous 
pitfalls of the past twelve months. Moderate, or even 
small stocks, the majority of which should be tied up in 
the best selling fashions of the moment are the require- 
ments of a profitable store. 


“2. Sufficient and timely mark-downs prevent the breeding of 
heavy losses. 


“3. Merchants must specialize strictly in their own lines of 
business, otherwise, they will find that, in the pursuit of 
many, they lose all. 


“4. A youthful clientele is a vital store element. Youth main- 
tains its healthy buying habits during all periods. 


“5. Merchants in prestige business can lose overnight that 
which has taken years to build up by a departure into 
depression price shouting.” 


: ro is something to be said 
as to the responsibility of the shoe store salesman 
to the store itself. No longer can he expect the store 
to do everything toward bringing the customer 
right to his chair. He must re-learn what was one 
of the first principles in shoe store salesmanship 
years ago, that he must tell his friends and sell his 
friends. He must make as many outside contacts as 
possible so as to make inside sales. He is in business 
today for himself, he is indeed a working partner. If 
he considers the business his business, he is in line for 
better income. A new brand of shoe store selling 
will make the month of March a shoe month indeed. 
The whole industry has its eyes on him, so show and 
sell. 
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FIVE 
TURN 
NUMBERS 


WHICH CAN BE HAD 


RIGHT NOW 


FOR 


EASTER 
SELLING 





LESS 56 IN TEN DAYS 
TO RETAIL AT 


$ o> TO 36 


On orders of less than three pairs an extra 
charge of 25 cents per pair is made. 


* 


For the Easter fashion 
parade no shoe can be 
more pleasing than a 
graceful, smartly-sim- 
ple turn regent. 
The numbers _illus- 
trated here are regu- 
larly stocked and have 
all the quality of 
workmanship and 
materials expected in 
hand-turned 
footwear 


DODGE 
BLISS & PERRY 


COMPANY, INC. 
NEWBURYPORT, MASS. 





“ONE GOOD TURN SELLS ANOTHE R’”’ 








No. 80102—DYEABLE WHITE 
MOIRE 


18/8 Louis Heel White Lining 


Medium Pointed Toe Last 





No. 17150—BLACK KID 


16/8 Louis Heel 
Medium Pointed Toe Last 





No. 53104—BLACK FAILLE 
RARER 5665. ee: 4to8 
B 


19/8 Louis Heel 
Medium Pointed Toe Last 





No. 37102—BLACK KID 


AAAA to A.......... 32 to8 
REE EE 2to8 
~ oe IRS Tote rr ee 3 to 8 


19/8 Louis Heel 
No. 62102—PATENT LEATHER 


AAAA to A.......... 32 to9 
__. CEPR ORE ESS: 242 to9 
Cee caer 4to8 


19/8 Louis Heel 
Medium Pointed Toe Last 


‘“‘THE CORRECT DODGE FOR ALL OCCASIONS’’ 
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FOR ENCOURAGING CUSTOMERS 


MARSHALL MEADOWS 
& STEWART 





TO “REPEAT” 





Standardize on 


RUBY KID 




























This firm of young men located in Auburn, N. Y. 
believe that the steady healthy growth of their busi- 
ness is due principally to their efforts to make every 
new customer want to repeat her purchase. 


They take extraordinary care to maintain a consistent 
standard of value in their fashion welt shoes for day 
time and sport wear—also in their specialty line de- 
signed to give special comfort and arch relief— 
named “Marshalaise.” 


RUBY KID is their standard black kid in 
MARSHALAISE Shoes. 
For three years past RUBY KID has continued to pro- 


vide them that repeated beauty, comfort and service 
that they demand for the “MARSHALAISE” line. 


They report that RUBY KID gives them highly satis- 
factory results in going thru the factory—that it lasts 
and finishes well, and they especially appreciate its 
very mellow texture, nicely balanced with sufficient 
firmness to assure prolonged shape retention. 


We naturally appreciate this freely given further 
evidence that they continue to find 


“RUBY KID is a DEFINITE SALES INFLUENCE” 


JOHN R. EVANS & CO. 
CAMDEN, NEW JERSEY 


Cincinnati Milwaukee Boston 
St. Louis Rochester Philadelphia 


* 












IT’S AN [- 
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Standardize on 
Evans Brands 








The “MARSHALAISE” patented Marshall Meadows & Stewart carry in stock 16 
heel construction is designed to styles of “MARSHALAISE” shoes of which 5 are 
give a better heeling seat and made of RUBY Black Kid. These are priced for 
supporting surface; also a not- retailing at $8.00 to $8.50 and three of their 
able relief from strain on the new stock styles are illustrated herewith 


arch. 





EVANS LEATHER 
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THINGS TODON®. 





A Working Calendar for Busy Merchants 








NOW for a vigorous 
1 selling campaign lead- 

ing up to iter, 
March 27th. Are your 
Spring widows and interior 
trims in lace? If not, 
they should be put in im- 
mediately and the entire 
store made ready for Spring 
selling. 


newspaper ads to ap- 

r at least twice a 

week during this month. 

Start out today with a 

advertisement on 

new Sprin, ng footwear styles. 

Play up the fact that it is 

= ma More Weeks Until 
er.” 


2 PLAN a series of 





PREPARE an attrac- 
tive little folder on 
Easter footwear styles 
= get it in the mail this 
eek. Why not a four 
lottee~aine *rolder. us 
— page for a style otter 
the three remaining 
pages for your Spring foot- 





strong week-end 

with lots of Sling 
Best in tonight’s paper. 

sure and feature one or 


4 YOU will want a oe 


et your Meade 
ront. 


selling an 
ers” up in 











“PRICE” is the impor- 
tant thing to most 
people this Spring. Be 

sure that every pair of 


Shoes in your windows is 
plainly priced. Emphasize 
“Low rices” constantly 


with large cards in win- 
dows and on the ledges. 
Talk “shoe values” to every 
customer. 















CHANGE alli the win- 
dows today—keep 
them c from 
now until Easter. There 


advertising, and feature 
newly arrived styles. 













HOW about children’s 
white shoes for Con- 
firmation? Is there a 
demand for them in your 
town? If so, plan a window 
showing soon. if weather 
will soon be here. Will you 
~ Bagg, Mt with Golf Foot- 
shoe _ stores 

sell Golf Bails too. 





THIS would ‘be a good 
9 day for a —, ad- 


vertisement on en’s 


enough reprints of the ad 
so that you can use them 
to send out with your next 
letter to your customer list. 


NOW is the time to 
10 o after the orders 
‘or Baseball Shoes 
from local schools, colleges 
and professional teams. 
There’s real PROFIT in 
this business and _ since 
someone will get the orders 
it might as well be you! 


USE a real SELL- 
11 ING ad_ tonight 

and give the entire 
space to one number — 
your best sellin er 
priced shoe. 


flashy window display to tie 
up with the ad. Have the 
salesmen show this shoe to 
every customer tomorrow. 








HAVE one or two 
12 od  eeeenney 
e = —. bcd to- 
lay. osiery always a 
good “leader” item. Get 
out small handbills featur- 
ing these specials and have 
them distributed on_ the 
street corners and placed 
= parked cars during the 
ay. 





























TIME to change all 
14 your window  dis- 

ys again. If you 
haven't my new = A ga for 
ch ny yh i 4 
change the ays aroun 
so they look To Have 
several large cards in the 
windows and around the 
store rea ding “2 Weeks 
Until Easter.’ 








CHECK _ stocks 
1 carefully and fre- 

quently — particu- 
larly your Hosiery stocks. 
This is the big Hosiery sea- 
son and you cannot afford 
to be out of fast selling 
sizes and colors for even a 
single day! It means lost 
sales . . . lost profits! 





USE a 

16 po th Gnilaren's' ot 
today. 

cure advance reprints Fi 
and mail 

them out with a letter to 

your entire customer list. 

Are your salesmen men- 

tioning Children’s Foot- 

wear to every one they 

serve? 











Prepare for an Early Easter and a 
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SELLING 


SHUNBay INV MARCH 


To Produce More Profit Through Planning 








GIVD St. Patrick’s 
17 Day some recogni- 

tion in your win- 
dows. Put in an attention- 
ones Lrg! of Chil- 
ren’s Shoes for the bal- 
ance of the week to tie up 
with yesterday’s ad and 
mailing. 


tisements _ tonight, 

one on ‘Women’s 
Style Footwear and one on 
Children’s Shoes. Don’t 
forget to have some real 
“Saturday Leaders” .. . 
they bring the _ crowds. 
Change the windows to- 
night—to play up “Satur- 
day Leaders” and adver- 
tised items. 


18 HAVE two adver- 





cards around your 

store to read “One 
Week Until Easter.” Have 
free balloons for the chil- 
dren today in connection 
with your little week-end 
drive on Children’s Foot- 
wear. They’re inexpensive, 
and they’re good advertis- 
ing. 


1 CHANGE all the 








WINDOW displays 
21 for this final week 

before Easter must 
be real SELLING displays. 
Make the central feature 
of each window a card 
reading “6 Days Until 
Easter.” Change this daily. 
to show the number of 
days remaining. 


CHECK all stocks 
22 today and mark 
down every slow 
seller and every odd lot so 
that you will know just 
which items need featuring 
in quick trims in this 
week’s windows to clean 
them up. See that sales- 
men force these items too. 


USE a_ powerful 
23 display ad tonight. 

Send out flashy 
mailing cards featuring an 
“Easter Week Special” (for 
instance, “three pairs of 
Hose for the price of two’’). 
Print these ca on col- 
ored stock so they will be 
sure to get attention. 


ARE you making 
24 your windows work 

this week with 
daily changes of quick 
trims to get rid of all those 
odd lots you want to clean 
up before Easter? Chang- 
ing windows frequently is 
hard work but it’s worth 
the effort. 





tisement for the 

last bie Saturday 
before Easter should stress 
the strong values in Easter 
shoes. Tomorrow will be a 
big day. Have you _ar- 
ranged for extra selling 
help? Are stocks in order 
for a busy day? Give ex- 
tra table space to Hosiery. 


2 5 TONIGHT’S adver- 


men mention Hos- 
iery to all_ shoe 
customers today. 


2 SEE that all sales- 


Have 


ld, be 7 
selling, and seeing that cus- 
tomers get service. 


CHANGE all win- 
28 dows today for new 

style windows. See 
that every card referring 
to Easter is removed from 
the windows and from the 
store interior (in fact this 
should have been done Sat- 
urday night). Change all 
songs and case displays to- 
ay. 








EASTER is over. 
29 Now prepare for a 

big April shoe busi- 
ness. Make a_ thorough 
check of stocks and goods 
on order to see that you 
are ee * have the styles 
people ANT at the 
PRICDS they want to pay 
in April. 





IF your stock 
30 check uncovered 
enough odd lots, 
why not have a “Clean-Up 
Sale” for the balance of 
this week? Send out mail- 
ing cards announcing “Spe- 
cial Values On Odd ts of 
Spring Footwear,” and list- 
ing a few of the bargains. 





PLAN an aggres- 
3 1 sive advertising 

campaign for 
April, and you can make it 
a good month. Select lead- 
ers now for each Saturday. 
Plan your window schedule 
and your advertising pro- 
gram for the entire month. 








Profitable Spring Selling Season 
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Spring shades, new hats 
and new thoughts in shoe patterns are being 
shown in profusion on Fifth Avenue. Berg- 
doff Goodman, who are always alert to new 
ideas in leather or fabric combinations, dis- 
plays,a medium brown four-eyelet oxford with 
circular tracery over the vamp at the joint 


tie Sag Pa ied line. The circular curves of the stitching 








form a tip motif. Smart felts in lace pattern- Brown kid pump with gold piping, 
by Florsheim 


ing of the oxford family continue to exact at- 
tention. Delman shows what can be accom- 
plished by piping motifs worked out through 
stitchings in contrasting and monotone color- 
ings. Delman’s successes are usually the re- 
sult of a thorough understanding of the uses 
of materials and patterns and a sense of re- 
straint in trimming a shoe. “Bermuda Blues” 
and other immediate mid-season shoes are very 


Navy —_ une ard white well thought of, judging from displays. 








A brown kid center strap pattern, 
by Winkelman 


Biue kid with Hi-li red 
stitching and black kid piped in white are 
shown, also smart pump effects in patent and 
black kid with underlaid perforations of pyra- 
mid formation. De Pinna displays four charm- 
ing models for the growing girl or sub deb. 
These shoes are very scarce and rarely shown 
on the Avenue. A low heeled pump is shown 
with a girlish looking bow knot of lighter blue 
A brown kid step-in, applique trim, id, also a dark blue oxford with white pipings 

Sorosis and a plain pump with alligator strippings. Ones dite ats eee ath 
Saks-Fifth Avenue feature black patent two tones of gunmetal trim, by 
pumps with interesting ornaments, also an Winkelman 
ankle strap effect accomplished by a circular 
strap and center buckle. A ruddy brown pump 
with perforations and stitchings in fan pat- 
tern complements a beige costume. 
Black is displayed in all the smart store 
promotions, as the fitting accessory and shoe 
for the beige costume. Saks-Fiftn Avenue 
also shows an interesting shoe reflecting the 
new Paris models of black lizard in a two- 
strap oxford which laces over the instep. Black a a 











Black kid strap slipper, black patent 
leather trim, by |. Miller [TURN TO PAGE 56, PLEASE] leather trim, by Saks-Fifth Avenue 
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| Be Renan for the Biggest Season Ever! 


Buy Sport Shoes That Sell... 
And at a Good Profit to You 


1932 offers wonderful opportunities for 
the promotion of men’s sport shoes. 
That's why we have built the finest and 
most complete line of $5 retailers we 
have ever shown. The leather, finish, 
and workmanship are equal to what you 
would ordinarily. expect to find in shoes 
selling at $1 to $2.50 per pair higher. 
Their Quality is unquestioned. 














Write for complete booklet of $5 sport 
shoes, or let us send our Salesman with 
complete line of 


Parade $5 Retailers 

ee) INSTOCK--READYTO SHIP Wao 
SPORT SPORT 
COLORS... ak Mie ae LEATHERS 












@ Black and White ¢ BUCKSKIN 
* Brown and White 7 PIGSKIN 
i NU-BUCK 
CALFSKIN 


Gray and Black 


a eee 


...your stock is too large 





. .. your turnover is too small 
...your net profit too low 


Let us explain how our Merchants 
Service Plan can help you. Write us. 





profit on our 
entire Parade line 


O\ Vig 
RS Seles ._- Branch of I. S. Co... ST. LOUIS Ss 






No obligations. 



























































































Boot AND SHOE RECORDER 
combining TH» SHOE RETAILER, Feb. 27, 1932 31 





The Retail Shoe Merchant and 


the Leather 
e Market « 


Should the retailer 
of shoes keep in touch with the ups and downs of the 
leather market? Is a knowledge of prevailing prices 
of leather of vital concern to him? A shoe merchant 
who answers “yes” to both these questions recently 
addressed the following letter to a prominent tanner: 

“Just one thing I do want to suggest and that is 
that tanners hesitate to quote prices for the various 
grades of their product, thinking perhaps that this is 
none of the retailer’s business and that the shoe manu- 
facturer is the only one who should be interested. 
But this is wrong, because when a retailer becomes 
acquainted with wholesale prices, he can quickly de- 
termine whether or not to order patterns that he is 
interested in, either in a cheaper or higher price line. 

“The factories making lower price merchandise are 
not able to pay certain prices for leathers and this 
thought in itself should be paramount in every re- 
tailer’s mind, so that it may, to some extent, govern 
the much-abused practice of duplicating styles. 

“You know that you may duplicate a style and if 
the leather or the quality of the leather does not re- 
flect the original, the style will not go over.” 

Here is the tanner’s answer: 


ai 8 ; ’ 

o begin with, tanners are 
not reluctant to quote prices to distributors of foot- 
wear because of a ‘none of your business’ attitude; 
the difficulty lies in determining, firstly, in what 
price range the inquirer is interested, and sec- 
ondly, in demonstrating after the price is quoted 


just what is meant in value. For instance, we 
could say to you that we have fifty-five different 
grades and weights in white kid, ranging in price 
from 12 to 85 cents per foot. That means noth- 
ing to you. We might say, after inquiry into the 
subject, that some of our grades fit into the range of 
30 to 50 cents per foot. That still means nothing. 
We might even get down to brass tacks and say we 
have a mighty good grade of white kid at 47 cents 
per foot, and the response still means nothing because 
you do not know the selections, type, quality, etc. 
(not to mentiton the weight), about which we speak. 

“For instance, at the moment we have raw material 
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A Retailer Wants More Information About 

Leather Prices and a Tanner Suggests That, 

in Certain Circumstances, Too Much 
Price Emphasis May Lead to Disaster 


at bed rock; it is our opinion that from present bases 
of prices no further recession can possibly be made, 
for the simple reason that the man who removes the 
skin from the animal’s back would be getting nothing 
for his labor. Therefore we are down to bed rock 
and while the world’s economic situation may call for 
prices being steady and not rising, certainly we defi- 
nitely know prices cannot fall further. 


O. the score of prices 
and especially as related to white kid, the trade in 
general finds itself in a dilemma. Too many shoes are 
being made to sell at price cuts far too much below 
past established levels. Those cuts have been too 
abrupt and too sudden. They have been too deep as 
well. In consequence even at the present low prices 
of raw material, tanneries cannot possibly produce 
leather in sufficient volume in grades to sell at a price 
to fit present price ideas of the manufacturers of 
shoes, fixed in limitation, by their proposed selling 
prices. In consequence it is our opinion that unless 
shoe manufacturers are encouraged by retailers to 
produce shoes closer to the prices that have been their 
custom in the past, losses will be rampant all along 
the line. Substitutions may be invoked and when 
that process starts (if it does) retailers will shortly 
thereafter bear the brunt of a disastrous situation, 
created by customer dissatisfaction, with the conse- 
quence of complaints, returns and loss of trade. 

“We do not believe that the women of this country 
have voiced a demand for low priced shoes. We do 
believe that this thought has sprung to life in the 
minds of a few quantity shoe manufacturers and that 
the natural process of competition in making and mer- 
chandising brought this condition about. 

“The women of America have taken pride in the 
good quality and excellent appearance of their foot- 
wear ; in the insane urge for a maximum quantity pro- 
duction and sale, and consequent diminishment of 
price and quality, the women of this country are in- 
vited to cast away all the benefits of twenty years of 
careful education. Unless this process is corrected, 
twenty years’ hard labor will be sacrificed to the dogs 
of competition.” 
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GENUINE FULL- 
GRAIN CALF SKIN 


FULL CALF QUARTER 
LININGS 


CHANNELLED 
BOTTOMS 


40 STYLES IN STOCK 
SOME STYLES A TO D 


ALSO A STRONG LINE 
TO RETAIL AT $3.00 
AND $3.50 


MADE IN 
AAILWAUKEE | 


TERRITORIES OPEN 


Have unusual opportunities open for 
experienced, successful salesmen in 
Wisconsin, Minnesota, Iowa, Rocky 
Mountain States and other territories. 
Full or part time, straight commission. 
All applications held in strictest con- 
fidence. 


STYLE No. 9803 


Rich Black Full Grain Calf, wing 
tip, lace stay and foxing. White 


Sport Elk Vamp cand Quarter beats y 
Leather Heel. ANNELLED ae 
BOTTOM. Sizes SAL, A, B, FOLDER 


WALTER W. COLLINS SHOE COMPANY 
MILWAUKEE, WISCONSIN 
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TELEPHONE PLAZA 3 4000 


poor 6// Gifpth Bpenue 
ff New York 


" 


February 15, 1932 


Mr. Louis 4, Gordon 
Deauville Import Corp. 
38 West 32nd Street 
New York City 


Dear Mr. Gordon: 


I believe you will be interested to 
learn of the splendid results obtained in our 
first day's selling of MARCELLE shoes. 


A rush shipment of 55 pairs of these 
shoes was made many hours after the "New Yorker" 
appeared on the newsstands featuring our ad. Not - 
withstanding the handicap of not having a complete 
size run in the three colors that we had on order, 
we nevertheless closed the day selling 58 pairs 
of these shoes. Orders were taken for such pairs 
that we could not fit, which enabled us to sell 
more pairs than were actually delivered to us. 


Results of this kind through a day's 
selling are most unusual, and if I dare say, 
very exceptional, especially at this season of 
the year; and it has prompted us not only to 
increase very substantially our size range, but 
also to add several additional patterns of shoes 
constructed from your MARCELLE cloth. 





We are most gratified, and I wish to 
take this occasion to thank you for the splendid 
service and cooperation which you have extended 
to us in featuring these shoes. 


E. Cohen 
SAKS FIFTH AVENUE 
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The presentation of any- 
thing new by Saks- Fifth 
Avenue is a true compli- 
ment to the product—But 
their sponsorship of a ma- 
terial that has been widely 
distributed for the past 


year is indeed a rare trib- 
ute to our MARCELLE 


A product of 


7h Sa Heauville Import Corp. 


D ~ 
<., 0 
; | 38 West 32nd St. New York 


is 


The Bur 
4 y 8.50 
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If your pattern maker cannot 
supply you with Coordinated 
Patterns, send your 4B mod- 
els to us and we will have them 
made for you. 


Bi iin Min Mts. Ale. 


COORDINATED 
LASTS and PATTERNS 


Keep Them Fit 
With Shoes that FIT 


“Improper Fitting the Biggest Factor in Failure of Shoe 
Stores to Hold Patrons.” This important, yet often over- 
looked fact was very clearly brought out in a recent 
Boot and Shoe Recorder article entitled “Why Customers 
Leave Home”. A “Lost Customer” survey of the charge 
accounts of one store showed 28.8% of the nine reasons 
given for customer dissatisfaction were ill-fitting shoes. 


Better fitting shoes are now possible through the Coor- 
dinated Last and Pattern system because the variance 
that occurs on the smaller and larger sizes is overcome. 
The shoes are made over lasts of proportional measure- 
ments and are fitted not merely to 4B or model feet but 
to feet that measure from 2 to 8. Large and small shoes, 
therefore, fit quite as perfectly at the heel, throat and 
along the sides as the model 4B size. Shoes that fit 
well retain their original style lines considerably longer. 


UNITED LAST COMPANY ¢ BOSTON ¢ MASS. 
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SOPHISTICATES 


Utterly smart designs that interpret the 
newest vogue with inspired grace— 
created and sponsored by Conaway- 
Winter, leaders in authentic styles for 
feminine footwear. | 


The confident acceptance of Con- 
away- Winter fashion forecasts by 
prominent retailers and manufacturers 
is a splendid tribute to the correctness 
and timeliness of our creations. 


Costume and Accessories 
by Bonwit Teller 





Srdier- 


214 Duffield St., 1421 Olive St., St. 
Brooklyn Louis 


11 South Street, Bos- 210 Michigan St., Mil- 
ton waukee ‘ 
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C. P. FORD & CO., 
ROCHESTER, N. Y. 


Archetype—a combination of style and arch shoe designed to 
meet the demands of the woman who demands style but must 
have comfort. 

Feature Archetype shoes for women and you will make the fastid- 
ious customer—the price ignoring customer—the most profitable 
customer of them all—your customer. 

For consistent profits and a permanent and growing clientele, 
we suggest—Archetype. 


C. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 








People who buy Justins 
from you will send other 
people in to buy them too. 
Justins have been pleasing 
particular wearers for 
over fifty years. 















Opposite the new 
Waldorf Astoria 





For Men and Women 
Riding and Field Boots 
$11.50 to $22.00 Wholesale 


Write for catalog 


HJ. JUSTIN © $285 


320 So. Lake St. 





94 of the famous swimming pool- 


ELTON 











Fort Worth, Texas at 49th and Lexington NEW YORK 

ALUMINUM SHOE TREES | the test physicians advise regular exercise. No 

adjustabl (Also made in Iron at a lower price) Priced to hotel in New York offers so many advantages for 
adjustable i 

ReriStiec. Hhow Mnanctarer, Our pian wii Sewwte. | ealthful and pleasurable indoor sports. You can 

increase your Shoe sales to Dealers. select a room at the Shelton for as little as $50 per 

















— month or $2.50 per day and have the same free 
=~ recreational privileges as others occupying a mag- 
of Shoes, nificent suite. 
Findings, 
ete. 
Club features (free to guests) are as follows: Swimming 
Territory open for high grade Shoe salesman pool; completely equipped gymnasium; game rooms for 
EID MF bridge and backgammon; roof garden and _ solarium. 
see EM A G | arG. _©O., Freeport, I Hil. Restaurant and cafeteria service at reasonable prices. 





Premium users. 
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| * three words, 
ummer Comfort for men who 
welcome summer’s comfortable 
freedom. Soft toed summer shoes 
now find their ideal leather— 
Gallun’s Vegetable Tanned Nor- 
wegian Calf in just theright weight. 
The selling colors of course. 


A.F.GALLUN & SONS CORPORATION 
Milwaukee, Wisconsin 


GALLUN LEATHERS 
Always Standards of Excellence 


a, 


MADE OF COLOR No. 6 
NORWEGIAN CALF 

















THESE 
CEDAR CHESTS 
ARE SELLING 

MORE 


SHOE LACES 
FOR THE 
RETAILER 


a 








Dependable Quality Shoe 
Laces Packed in a Display 
That Is in Keeping with 
the Quality of Its Contents. 









chest is 10%” long, 
6%” wide and 4” 
deep. It is highly 
polished, has attrac- 
tive brass trimmings, 
and the workman- 
ship on it is identical 
to that which goes 
into the best-quality 
large-size cedar 


“4 chests. 














One Assortment contains 120 Pairs of 


Nafashend, Mercerized Shoe Laces. 


One Assortment contains 100 Pairs of Yasashend, Rayon Shoe Laces 


with the popular and fluffy tassel tips. 


This chest merits consideration as a permanent fixture. It is such 


a useful container that you will probably not wish to part with it, 


but, if desirable, it can be readily sold for at least one dollar. 


This chest, if prominently placed, will attract your customers and 


sell them more Yafashond, Shoe Laces without any urging on the 


part of your clerks. 








* * * * 
ORD OM READING 
PENNSYLVANIA 


YOUR JOBBER 


40 














v 
* * * * 
ORDER FROM 
YOUR JOBBER 
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This genuine cedar © 
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Gasper-Kelly, Inc., Elmira, N. Y.—a recent 
Grand Rapids installation. 


ARE 
YOU 
SATISFI 


F you are, then this was not 
... for you. But if you are 
one of those many merchants who 
have been seriously affected by 
greatly decreased sales volume and 
who are anxious to know how to 
remedy this condition, you should 
be interested in our service. 

When you are sick you call in a 
doctor. And the best specialist is 
none too good. You don’t just “wait 
to get better.” You don’t dare take 
the chance. 

Yet many merchants have a busi- 
ness on their hands that is seriously 


GRAND RAPIDS 
STORE EQUIPMENT 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


cD WIT 
SINESS 


ideas—take advantage of the advice 





ailing. Expert advice is available. 
But they are sitting idly by, hoping 
it will recover without aid. 


For over thirty years we have been 
helping retail business to get well 
Like the medical 


specialist, we recognize many symp- 


and ‘stay well. 


toms of disorder, even before they 
may be apparent to you, and can 
apply the remedy. And the time to 
cure an ailment is in its early stages. 
To delay too long may prove fatal. 


This nation-wide organization is a 
clearing house for merchandising 





rH YOUR 


and counsel we can bring to bear on 
your problems. For many mer- 
chants, Grand Rapids Store Plan- 
ning and Grand Rapids equipment 
has proven to be the proverbial 
“stitch in time.” 

No matter what the size of your 
store or its location, we are ready 
and anxious to be of service to you. 
You do not obligate yourself in any 
way by asking for further informa- 
tion and literature on our store 
planning service. The coupon is for 


your convenience. 





MAIL THIS COUPON TODAY 





Executive Offices: Grand Rapids, Mich. Branch offices and representatives in 


every territory. Factories: Grand Rapids; Portland, Ore.; Baltimore; N.Y. City 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF ADDRESS 
Pgs FINE STORE EQUIPMENT pen: 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Feb. 27, 1932 


NAME_ 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, 
Dept. F-2, Grand Rapids, Michigan. 


Please send me literature and information on your Store 
Planning Service and Equipment. No obligation implied. 








CITY. 


STATE 
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Showing the advantage of overlapping units in order to adapt 
them to windows having different background lengths. 


height, 72 inches. All are one inch or one and one- 
fourth inches thick, depending on molding or frame- 
work used. The No. 1 section should have a brace 
down through the center. 

The correct height of the units will depend on the 
height of window background. If you are not sure 
on this point send us a photograph of the window or 
a sketch of the background and floor giving the meas- 
urements and we will work out the best combination 


for you. 


Be units should be 


finished with flat oil color paint, preferable a light 
neutral color as buff, light tan, bluish gray for Sum- 
mer use or brownish gray if used during the Winter 
months. Many other finishes may be applied as tex- 
tone or stucco effects fabrics or papers. A plain 
color effect is best, as additional decorative effects 
may be used later on. 

Illustrations numbers 2, 3 and 4 show simple ar- 
rangements of the different units. The dotted lines 
in illustrations 3 and 4 show how the units may be 
overlapped to obtain various effects as well as using 
them in windows having different background lengths. 

Illustration No. 5 shows how the units may be 
arranged to eliminate the “flatness” of permanent 
backgrounds. This is only one of the many differ- 
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Any of the combinations shown herewith and many others 
can be arranged in a few minutes. 


ent effects to be had by placing the sections at angles 
and one partly in front of the other. 

In the next article we will give more complete in- 
structions for decorating the units without reprint- 
ing them. The cost of building the original set of 
nine pieces will depend on local prices of material 
and labor. Suitable composition board will cost 
around five cents a square foot, so the cost of the 
board for the nine units will range around $10 or $12. 
Considering the many changes and effects that may 
be had with them and the length of time they can be 
used, the cost is the least important when compared 
with the advantages. 

The Boot AND SHOE RECORDER will be glad to 
assist you in your display problems. Send us a pho- 
tograph of your displays and we will offer construc- 
tive suggestions that will help you to make them more 
effective. 
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This shows how the various may be arranged to take away 
the “flatness” of the permanent background. 


With the Spring selling season just around the 
corner, now is an excellent time to install a new set 
of backgrounds to give a seasonable atmosphere to 
shoe store windows. These same backgrounds, if 
they are of the changeable variety described in the 
foregoing, can be used through the year, with altera- 
tions to keep them up to date, thereby giving a suc- 
cession of changes in window appearance that will 
serve to keep the store’s exterior fresh and in tune 
with the season. 

Successful merchants, large and small, are almost 
invariably those who give the most careful and pains- 
taking attention to their window displays. The new 
emphasis on style and appearance in footwear and the 
eager interest the public is showing in the values of 
merchandise combine to make customers receptive to 
the visual impressions received through windows. 
Today’s public shops for styles and values and the 
average merchant would probably be surprised to 
know how many actual sales are made or lost through 
the windows. 

An attractive arrangement of the window is essen- 
tial to get favorable attention and make people look 
at the merchandise. 
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This Oxford 
made over our 
WINDSOR 
Last, is typical 
of the style 
and value 
found 
































throughout IN STOCK 
our line. 
LOT No. 370 
C : H . Brown Imported Calfskin 
ALDEN LOT No. 375 . 
Black Imported Calfskin 
COMPANY 
DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 
ABINGTON 
*“MASS->: 
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Efficient Stock Records 
An Aid to Profit! 


























Begin your new year by installing the Recorder Stock Record System (either in book 


form or cards)—-Samples on request. 


bs 99, MERCHANTS SERVICE DEPARTMENT 
Helps you to “buy as you sell”—to know BOOT AND SHOE RECORDER 


whether each shoe is paying its way with = pence ssicual aie 

a profit, to go light on slow movers, to Chicago, Illinois 

re-size frequently on wanted styles and Gentlemen : 

sizes. - 
Please send me samples and prices of your 

Stock and Daily Sales Record ( ) in book form. 


Stock Record cards fit the standard ( ) in card form. 


size correspondence file, for permanent 
filing, whereas the “work file” shown 
on the left makes it easy to see at a 
glance just how you stand on pair 
units for each stock number. 
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NATIONAL NEWS 


SATURDAY, FEBRUARY 27, 1932 


EVERY WEEK 





» HOW’S BUSINESS? 4 


January Production Up 


NEw YorK—Production of shoes 
during January showed an increase of 
4 per cent over the output of January, 
1931, and a similar increase over last 
December. According to preliminary 
figures received by the New York Hide 
Exchange from the Tanners’ Council, 
the production last month amounted to 
20,700,000 pairs against 19,556,000 
pairs in December and 19,889,000 pairs 
in January, 1931. 


Leases New Plant 


Avon, Mass.—With a marked in- 
crease in production, the Ellis-Fisher 
Co. last week completed plans for the 
removal of the factory to North Easton, 
Mass., where they have leased a fac- 
tory occupied for many months by 
Chapman & Cox. 

The firm, composed of Merton F. 
Ellis, of Brockton, and Arthur Fisher, 
of Avon, has been in business for a 
number of years and plans to increase 
production from 1200 to 2000 pairs 
daily. 


Lape & Adler Expanding 


CoLumBus—Plans for the enlarging 
of the shoe manufacturing plant of the 
Lape & Adler Co. at 280 South Front 
Street, this city, which will provide 
employment for about 200 more hands, 
were announced by the Julian & Ko- 
kenge Co. of Cincinnati. Work is to be 
started on the new addition to the 
plant at once and it is to be ready for 
operation by July 1. 


Massachusetts Reports Up-Turn 


BostoN—Reports from 80 shoe man- 
ufacturers in Massachusetts to that 
State’s Department of Labor and In- 
dustries show an increase of 26.4 per 





> PROFITIZE YOUR BUSINESS IN '32! 4 
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cent in the number of wage-earners 
employed in January, as compared with 
December, and a gain of 49.4 per cent 
in the amount of weekly payroll. The 
gain in employment was more than 
double the average seasonal increase 
between December and January for the 
past six years. 








» TRADE DOINGS 4 





New York Drive for Shoes 


New YorkK—A drive to obtain ten 
thousand pairs of shoes for children of 
the unemployed and for men out of 
work was launched at a luncheon last 
week of the Shoe Merchants Council of 
New York City at the Croyden Hotel, 
following an appeal made to the Coun- 
cil by the Clothing Relief Division of the 
Emergency Unemployment Relief Com- 
mittee, of which Harvey D. Gibson is 
the chairman. The Shoe Council at its 
meeting went on record as endorsing 








SHOP TALK 
By 
H. F. B. 


We've been waiting 

For some bright merchant 
To put into selling 
Language the idea 

That women should 

Wear comfortable shoes 
While doing housework. 


The depression has put 
A lot of women back 
Into their kitchens, 
And most of them are 
Wearing discarded dress 
Shoes while doing 
House work, which isn’t 
Good for their feet 

Or the shoe merchant. 


It seems to us that 
Here’s a chance for 
Some extra pair sales 
If the merchant uses 
The right approach. 
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the Fair Practice Standards in adver- 
tising and selling of the Affiliated Bet- 
ter Business Bureau. Max Deutsch, 
Bronx shoe merchant, who is president 
of the Council, presided at the meeting. 

Seores of children are unable to at- 
tend school because they lack shoes, 
and many men cannot seek jobs because 
they do not have decent footwear, ac- 
cording to the Unemployment Relief 
Committee, whose appeal for help was 
presented to the shoe merchants by 
John J. Holden, of John Wanamaker, 
New York. 

The Council voted to send an imme- 
diate appeal to more than 5000 shoe 
dealers and manufacturers in Greater 
New York, requesting that each send 
at least one pair of children’s or men’s 
shoes to the Clothing Relief Division at 
73 Dey Street, New York. It is planned, 
also, to collect worn shoes, in good con- 
dition, from individual citizens. A spe- 
cial committee of leading shoe men was 
appointed with Mr. Holden and John J. 
Slater as associate chairmen and Percy 
E. Hart, of Cammeyer’s; Gustav Pick, 
First Avenue retailer; Jesse Adler, of 
the Adler Shoe Stores, as members, 
with others to be named later. 


Beck Buys Building 


BuFFALO—The A. S. Beck Shoes 
Corp., of New York, operating a chain 
of retail men’s and women’s footwear 
and hosiery, has purchased the four- 
story building at Main and West Mo- 
hawk Streets from The Bedell Co., of 
New York, which has been occupying 
it since 1920 as a unit of its women’s 
ready-to-wear chain. The purchase 
price was reported by the realty com- 
pany which negotiated the sale as 
$400,000. The Bedell Co. will vacate 
the building at once, and after exten- 
sive alterations and improvements are 
made the A. S. Beck Shoes Corp. will 
occupy the entire building as a unit in 
its chain. The property has a front- 
age of 26 feet in Main Street. 
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ADMIRALTY 
BLUE 


For pre-Easter selling 


this clear, medium navy 


ADMIRALTY blue promises good vol- 


BLUE 


ume. With just enough 
purplish cast to har- 
monize with costume 
blues, Admiralty Blue is 
light enough to appear 
as navy blue, even un- 
der artificial light. The 
Vode Kid _ interpreta- 
tion is COLOR 36. 


ALLIED KID 
COMPAN Y 


STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 


a ee eo 
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Shoes Worn at Sunshine Show 


MIAMI, FLA.—More than seven thou- 
sand people were in attendance at the 
annual Sunshine Fashion Show which 
is given by Burdine’s in the Palm Tea 
Garden of the Roney Plaza Hotel, 
Miami Beach. What was shown here 
as the smartest in resort wear apparel 
will be seen throughout the country 
during the coming summer. 

Shoes for this show are never chosen 
until the model is dressed, for they 
must be in perfect harmony with the 
ensemble. One can figure an ensemble 
in three parts, hat, gown and shoes, 
and shoes are a good third of the pic- 
ture, 

For sports wear Ghillies were worn, 
differing this season from the Prince 
of Wales tie in that it is a modified elk- 
skin, unlined and unboxed toe. This 
makes an ideal resort shoe because of 
its chic appearance and light weight. 
Colored laces in Ghillies repeated the 
bright accent in a color scheme. Occa- 
sionally the color accent is carried out 
in a bright sandal. 

For wear with elaborate evening 
gowns was shown high heel fabric 
shoes. When color was used it was 
something very bright, bright red, 
brilliant blue or fairway green, shoes 
were dyed to match. One costume 
trimmed with brown fur had _ shoes 
dyed to match the fur. Usually the 
color of shoes matched the bright 
jewels worn. 

Interesting color combinations in 
sandals were daring but attractive. 
Wit a soft pink Peau d’auge lace, ruby 
jewelry and shoes to match were worn. 

Sandals for daytime wear have ex- 
ceeded all expectations in Miami. Be- 
cause of the informality of the season’s 
styles, sandals of fabric or of kid are 
popular and complete the cotton cos- 
tume. 

Another shoe much used this season 
is a tie or modified oxford. This is of 
dead white, with the only decoration 
bits of perforation. It was chosen be- 
cause it is the perfect accessory to go 
with many dresses. Today the sports 
costume is supplanting the more dressy 
afternoon frock in many instances, and 
this shoe is appropriate for different 
occasions. 


Returns to Old Location 


CINCINNATI—The Niseley Shoe Co., 
for several years located at 521 Race 
Street, has moved from its temporary 
location, 606 Race Street, into the old 
location, 521 Race, which has been ex- 
tensively remodeled and its seating ca- 
pacity increased to sixty-two chairs. 
The store has been done over in the 
latest mode. New show windows and 
artistic lighting effects have been 
added. 

Mr. Ireland, the manager, announces 
that hosiery to match the shoes will 
also be carried. 
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NEW IN COTTON 





Cotton finds a new quality use in these 
durene fabric shoes. The fabric is known as 
Durene Caroa and is made by J. & H. Lehmann. 
The importance of eyelet and of lace influence 
has been interestingly combined in this fabric, 
making it suitable for street wear as well as 
formal afternoon use. Leading Spring shades 
have been used. Interest is said to be growing 
for the use of these and similar durene fabrics 
—now in process of development —in hand 

bags as well as footwear. 


NS 


Boston Shoe Club Meeting, 
March 16 


BostoN—The annual meeting of the 
Boston Boot and Shoe Club will be 
held Wednesday, March 16, at the 
Hotel Statler. Officers will be elected 
and committees appointed to carry on 
the work of the club. 

The two hundred and sixty-first din- 
ner meeting—“George Washington Bi- 
centennial Night”—was held in the 
Hotel Statler, Feb. 17, with President 
Maxwell P. Gaddis presiding. 

Dudley Harmon, executive director 
of the New England Council, presented 
facts to bear out his statement that 
New England has suffered relatively 
less from present economic conditions 
than other parts of the country—facts 
which lend support to his belief that 
New England will be found leading the 
recovery. Thomas A. Mullen, chair- 
man of the City of Boston Bicentennial 
Committee, told of the activities of 
Washington in this city during the 
days of the Revolutionary War. May- 
nard Hutchinson, president of the 
Norumbega Council, Boy Scouts, of 
Newton, Mass., outlined the aims of 
the Boy Scout movement, and the meet- 
ing closed with a brief address by 
Walter Amesbury one of a group of 
Newton Scouts who attended the din- 
ner as the special guests of the club 
president. 


Liebes to Handle Miller Shoes 


PoRTLAND, OrE.—H. Liebes & Co. 
will open a new shoe department fea- 
turing I. Miller shoes soon. This will 
be the first time shoes have been car- 
ried by this shop. 

Olds, Wortman & King, department 
store which carried I. Miller shoes sev- 
eral years, is not prepared to announce 
a replacement line, although according 
to the buyer, William Skanlan, a com- 
parable line will be carried for the 
better trade. e 





Humidity Hurts Leather 


WASHINGTON — Experiments which 
showed that leather deteriorates more 
rapidly at higher humidities have just 
been conducted by the Bureau of 
Standards. 

The bureau took two lots of que- 
bracho tanned leather and two lots of 
commercial leather, treating them to 
contain varying percentages of sul- 
phuric acid. One-half of the leather 
was aged at 65 per cent relative humid- 
ity and the other half at 85 per cent 
relative humidity. The tensile strength 
was measured at different aging pe- 
riods and was calculated as per cent of 
the original tensile strength. 

The bureau also found the deteri- 
oration was greater for greater acid 
concentrations and for longer aging 
periods. 


Penet Gets Injunction 


New YorkK—Justice Schmuck of the 
New York Supreme Court has granted 
an injunction in favor of Penet, Inc., 
shoe salon, 510 Madison Avenue, against 
the Pinet Shoe Company, Inc., Fifth 
Avenue, restraining the latter from 
the use of “Pinet” or “Penet” or any 
other name of similar sound in connec- 
tion with the sale of shoes. The claim 
for damages and accounting filed by 
Penet, Inc., was not allowed by the 
court decision. 


Opens Shoe Department 


BALTIMORE—William Kaufman & Co., 
559-561 North Gay Street, Baltimore, 
Md., has opened a shoe department, 
which was made possible through the 
taking over of an adjoining store 
building and remodeling both buildings 
into one substantial store. The concern 
has heretofore confined its activities 
principally to women’s ready-to-wear. 


New International Directors 


St. Lovis—Three new directors were 
elected at the annual meeting of stock- 
holders of the International Shoe Co., 
Inc., filling a vacancy of long standing 
and replacing two directors who have 
retired. Edward J. Hopkins, Robert 
L. Jordan and Dickson S. Stauffer were 
elected. Theodore Moreno and H. Stu- 
art Jamison, retired. The total direc- 
torate is 25. 


Denies Liquidation Plan 


BROOKLYN—Max Wolnicar, 
Wolnicar Shoe Co., manufacturers of 
women’s Goodyear and bench turns, 
this week issued a strong denial of 
rumors alleged to have been circulated 
to the effect that the company was 


of the 


planning to liquidate. Mr. Wolnicar 
declared that the factory is in full 
operation and the business in a healthy 
condition. He said he had no inten- 
tion of liquidating and never has given 
any consideration to such a possibility. 
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Seventh Liberty Store 


ELMIRA, N. Y.—The seventh unit of 
the chain of stores operated in New 
York and Pennsylvania by the Liberty 
Shoe Company will soon be opened at 
345 S. Salina Street, Syracuse. The 
new store will be managed by Nat 
Slepyan of Syracuse, who has been 
identified with the retail shoe trade in 
that city for several years. 

Following a period of three years, 
during which the management of the 
Liberty Shoe Company believed the 
time was not propitious for further 
expansion, the company is now consid- 
ering several new stores. Locations un- 
der consideration include another Syra- 
cuse site, and sites in Buffalo and Roch- 
ester. 





Help Collect Old Shoes 


Waco, TEx.—Eight Waco shoe stores 
recently assisted in the collection of 
worn footwear which was distributed to 
the city’s needy by the United Chari- 
ties. A cooperative advertisement in 
the Waco Sunday Tribune-Herald in- 
formed the citizens of the city than any 
of the eight stores would receive worn 
shoes for this purpose. The eight stores 
were Davis Booterie, Goldstein-Migel 
Company’s shoe department, Conner’s 
Brownbilt Shoe Store, The Hub Cloth- 
iers, G. R. Kinney Shoe Store, Hendler’s 
Booterie, Snaman & Company and the 
Cinderella Boot Shop. 





New California Store 
SAN MATEO, CAL.—Self-Help Shoe 
Store, at 229 Third Street, San Mateo, 
has just been opened. John D. Slack 
is the store manager. 
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New Hagerstown Officers 


HAGERSTOWN, Mp.—At a_ special 
meeting of the board of directors of 
the Hagerstown Shoe & Legging Co., 
Inc., L. Vinton Hershey was named 
president to succeed Col. Joseph C. 
Byron, who died recently. Other of- 
ficers elected were C. Fred Bikle, vice- 
president, and J. Frank Bearinger, sec- 
retary-treasurer. 

The board of directors is composed of 
Harry W. Byron and Vaughn J. Byron, 
Mercersburg, Pa.; Joseph W. Byron 
and William D. Byron, II, Williams- 
port; A. R. Hostetter, Hanover, Pa.; L. 
Vinton Hershey, C. Fred Bikle and J. 
Frank Bearinger, Hagerstown. 

President-elect Hershey, who is rec- 
ognized as one of the leading young 
business men of Hagerstown, was born 
at Williamsport. Removing with his 
parents to Hagerstown, he entered the 
employ of the Hagerstown Shoe & Leg- 
ging Co., originally known as the Ha- 


—_—_—————— 
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A NEW HEEL GADGET 




















Under the name of “Fitzon,” this new 
removable top-lift, is being marketed in 
seven styles to fit the prevailing types of 
heels. The customer may buy additional 
top-lifts with the shoes, or later 








gerstown Legging Co., at the time of 
its organization in 1911. By close ap- 
plication and a careful study of the 
intricacies of the business, his advance- 
ment was steady, and for the past ten 
years he has filled the joint positions of 
vice-president and general manager. 

Mr. Bikle, the new vice-president of 
the company, has been in the shoe busi- 
ness practically all of his adult life. 
Since 1911 he has successfully con- 
ducted a modern and up-to-date retail 
shoe business in Hagerstown, the city 
of his birth. In 1928 he became asso- 
ciated with the Hagerstown Shoe & 
Leather Co. and by reason of his inti- 
mate knowledge of shoes and his famil- 
iarity with the demands of the progres- 
sive shoe merchant, he has proved a 
valuable official of the company. 

Mr. Bearinger, who now holds the 
dual position of secretary and treas- 
urer of the Hagerstown Shoe & Leg- 
ging Co., is a native of Washington 
County, having been born at Cearfoss. 
He entered the employ of the company 
in 1920 in the capacity of bookkeeper, 
and has advanced steadily to his pres- 
ent important position of trust and re- 
sponsibility. 





York Merchants Elect 


York, Pa.—Officers to serve during 
1932 were elected at the monthly meet- 
ing of the York Shoe Retailers’ Associ- 
ation, held on Monday, Feb. 15, in 
Kinney’s shoe store. A. P. Shoe- 
maker, of the shoe department of the 
Bon-Ton department store was elected 
president to succeed Edward Reine- 
berg, of the Edward Reineberg Shoe 
Co. Samuel Brueggeman, for the past 
48 years attached to the Edward 
Reineberg Shoe Co., was elected vice- 
president, and Dave Lewis, of the 
Bear’s department store, shoe depart- 
ment, and Charles Martin of Kinney’s 
Shoe Store were re-elected to their re- 
spective posts as secretary and treas- 
urer. 

It was announced at the meeting that 
the retiring president will be the host 
to the association at the March meet- 


50 








ing, at an oyster bake, on March 14, at 
Bierman’s ice cream parlors. At the 
meeting the new officers will be for- 
mally installed. 

Definite plans for the annual get- 
together meeting of the association, at 
which the employers will play host to 
the employees, were made at the meet- 
ing. April 4 was set for the affair. 
The selection of the place and arrange- 
ment of a program was left in the 
hands of the committee in charge. 

In an effort to accomplish a closer 
bond of friendship and cooperation be- 
tween the employers and the employees, 


«| every meeting of the association in the 


future will be a get-together, with the 
employees of the various stores the in- 
vited guests of the association. A so- 


| cial hour, including cards and enter- 


tainment, will be presented after each 
meeting, and prizes will be offered for 
essays on subjects pertaining to the 
retail shoe business. 

The association took action approv- 
ing the new closing schedule, as out- 
lined by the York Retail Merchants’ 
Bureau, with which the organization is 
affiliated. The new schedule calls for 
opening at 8.30 a. m. and closing at 
5.30 p. m., instead of 9 a. m. to 6 p. m. 
It also calls for no half holidays on 
Thursdays this summer. 

It was the consensus of opinion at 
the meeting that quality standards 
should and will be maintained in the 
future as they have been in the past, 
and that any savings in the manufac- 
turing cost should and will be passed 
on to the consumer. The merchants 
also discussed the wage and salary 
question, and the opinion was expressed 
that keen judgment should be given 
the matter before any wage slashing 
was resorted to. 





Miss McIntosh Succeeds Miss Scott 


BuFFALO—Miss Florence A. MclIn- 
tosh has been appointed buyer of the 
infants’ footwear department of J. N. 
Adam & Co., to succeed Miss Katherine 
Scott, who resigned to take a similar 
position with the May Co. of Cleveland. 
Miss McIntosh was a buyer for similar 
departments at Mabley & Carew Co., of 
Cinejnnati, Ohio, for a year, and for 
five years was with Mandel Brothers, 
of Chicago. She also has been associ- 
ated with Joseph Horn & Co., of Pitts- 
burgh. 





Woodrow Heads New Department 


Ausurn, N. Y.—Edgar K. Woodrow, 
formerly in charge of advertising and 
sales promotion for Red Cross shoes 
and Foot-Saver shoes, has been named 
head of the newly organized sales pro- 
motion department of Dunn & Mc- 
Carthy, Inc. This department has 
been formed for the development of 
new advertising ideas and sales promo- 
tion efforts on behalf of Enna-Jettick 
dealers all over the country. 
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are styles 





GLADE 


Lisbon last, 1% inch Covered Heel. 
AAA to C. 

R695—Black calf (light weight) 
with white underlay 

R696—Tan calf (light weight) 
with beige underlay 

R697—White calf (light weight) 
with white underlay 


THELMA 


Delite last, 2% inch Covered Heel. 
AAAA to C. All materials carry 
white underlay. 

R63i—Black satin kid 
R632—Patent leather 
R633—Blue kid 
R752—Brown kid 





VALERIE 


Gloria last, 2% inch Covered Heel. 
AAA to C. 

R669—Black satin kid 

R670—Blue kid 

R671—White kid 


Claire last, 2% inch Covered Heel. 
AAA to C. 

R650—Patent leather 

R651—White kid 

R652—Blue_ kid 


KENT 


Avenue last, two inch Covered Heel. 
AAAA to C. 
R644—Black satin kid. 
two-toned piping 
R645—Blue kid. With 
toned piping. 
R646—Seasand kid. 
toned piping. 


CK. 


you need 


CONNIE 


Lisbon last, 1% inch Covered Heel. 
AAA to C. 

R640—Black satin kid 

R64i—Brown kid 


LELA 


Delite last, 2% inch Covered Heel. 
AAA to C. 

R615—Black satin kid with nar- 
row gray and black strip- 
ping 

R614—Patent leather, with nar- 
row gray and patent strip- 
ping 

R61G—White kid with narrow 
white kid and patent strip- 








Flex-Mode 


CONSTRUCTION 


All styles illustrated are of our Flex-Mode con- 
struction—a successful and well-known method of 
cementing the sole and upper. 


NOT BRANDED 


These shoes will come to you without brand 
names on sole or in sock linings. 








3% 30 days— 
Net 60 days. 


. Sf + 


DIANE—Gore Pump 


Delite last, 2% inch Covered Heel. 
AAA to C. 

R617—Patent leather 

R618—Black satin kid 

R619—Blue kid 

R620—White kid 


MARCIE 


Avenue last, 134 inch Covered Heel. 
AAA to C. 
This pattern carries the new imitation- 
corded tip, foxing and lace stay. 
R634—Black satin kid 
R635—White kid 


DERBY—Gore Pump 


Lisbon last, 1% inch Covered Heel. 
AAAA to C. 

R74i—Black satin kid 

R742—Brown kid 


In-stock folder showing up-to-the-minute patterns will be sent on request. 


The KRIPPENDORF-DITTMANN COMPANY 


CINCINNATI, OHIO 
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WHERE TO BUY 
Men’s Shoes 





AST WEYMOUTH,MASS. U.S 








“A MAN’S DECISION” WELD 
—— © 

















Men’s 
Fine 
Shoes 
Old 
Boston—183 Essex Street B sachben, 
N. Y.—915-917 Marbridge Bldg. " yyass. 
— 
Tus 
PR SHOE 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


and MILLER COOK SHOES 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















[Richards & Brennan Sa. Randolph, Mass. 











Opens Buying Office 

New York—Henry H. Kessler has 
opened a resident buying office for 
shoes only at 627 Broadway. Mr. 
Kessler experimented with the idea to 
some extent last year and received 
such a favorable response that he was 
encouraged to undertake the project 
on a more extensive scale. 

Through his contacts with markets 
for men’s, women’s and children’s 
shoes, Mr. Kessler plans to render a 
service by which merchants will be 
able to provide themselves with mer- 
chandise they require without the 
necessity of going to market. The 
factory will pay the commission, he ex- 
plains, so that the merchant will be 
enabled to obtain favorable prices. 
Buyers will visit the factories every 
two weeks and bulletins will be issued. 





Malay with Walker’s 


AKRON—R. J. Malay, who has been 
associated with various local and out- 
of-town shoe stores for the past 12 
years, has been appointed manager of 
the shoe department of Walker’s men’s 
store, 186 South Main Street. 

Malay began in the shoe selling busi- 
ness while attending high school. He 
has been associated with stores in 
Cleveland, New York and Akron. 


Highland Now Sole Owner 


CLARKSBURG, W. Va.—Frank E. 
Highland has purchased the interests 
of former Governor Howard M. Gore 
and former State Senator C. B. High- 
land in the Highland Brothers & Gore 
shoe store, 128 Third Street. Mr. 
Highland, who now is the sole owner, 
formerly was the manager. 


Frank Ricca Promoted 


NEw ORLEANS—Frank P. Ricca, for 
the past five years manager of Chand- 
ler Boot Shop, 811 Canal Street, has 
just been promoted to sales manager 
and supervisor of the company’s 
eighteen stores in Louisiana, Alabama 
and Texas. 


Escaped Death 


SAN FRANcIScoO—Morris Miller, man- 
ager of Leeds’ Shoe Store, 893 Market 
Street, San Francisco, escaped death 
twice on Feb. 13 when a gunman en- 
tered at the close of the day with an 
automatic and fired at Miller twice, 
the gun clicking but failing to dis- 
charge each time. The gunman escaped 
with $1,000, the day’s proceeds. 





Mrs. Worley Appointed 


ATLANTA—Mrs, J. E. Worley has 
been appointed manager of the women’s 
shoe department of the J. M. High Co., 
it Has been announced. Mrs. Worley 
is one of nine buyers appointed de- 
partment managers in a rearrange- 
ment of the store’s selling force. 
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Leather Firm Reorganized 


CoLUMBUS, OHIO— The Kelly Bros. 
Leather Co., which has been located at 
57 West Spring Street for the past three 
years and formerly of Lima, Ohio, has 
been reorganized under the name of the 
Kelly Bros.-Sternberg Leather Co., with 
a capital of $50,000 to operate a whole- 
sale leather and shoe findings busi- 
ness. 

The company was previously a part- 
nership. Incorporators are John L. 
Kelly, Joseph D. Kelly and Frank M. 
Raymund. Henry Sternberg, formerly 
with the Scheffer & Rossum Leather 
Co., of St. Paul, is president and treas- 
urer; John L, Kelly, vice-president, and 
Joseph D. Kelly secretary. The busi- 
ness will be expanded, it is announced. 


Heel Firm to Move 


RocHESTER, N. Y.—Backed by 
$10,000 raised by Clyde citizens to 
bring the industry to that village, the 
Pentucket Counter and Heel Company 
moved the first of its equipment from 
Haverhill last week preparatory to 
opening in a factory building in Clyde. 

The move was made after J. Dalton 
Cahill and Raymond G. Bailey, officers 


of the company, inspected the locality’ 


and received assurances of financial 
support to defray moving expenses and 
provide expansion funds. 
near the Rochester, Binghamton, 
Syracuse and Auburn shoe and leather 
centers. 

The $10,000 was raised in less than 
a week by the Chamber of Commerce 
and a citizens committee led by the 
Rev. J. V. Curtin. The plant will em- 
ploy 100 men. 


Remodel Newstadt’s 


ALEXANDRIA, LA.— Remodeling of 
Newstadt’s Rapides Shoe Store, at 
Third and Washington Streets, has 
begun. Extensive alterations, includ- 
ing the removal of the partition be- 
tween the shoe store and repair de- 
partment, the installation of new light- 
ing fixtures, new furnishings, and a 
complete reorganization of the depart- 
ments of the store, is planned. 

The remodeling will make the shoe 
store one of the most attractive busi- 
ness houses in the city on the interior. 
It is the plan of the Newstadts to 
make the store modern in every re- 
spect, and plans call for the installa- 
tion of a new line of shoes in addition 
to the lines already handled. 





Peeke with Dan Cohen 


BIRMINGHAM—W. C. Peeke, manager 
of the shoe balcony in the Drennen 
Co. store, has returned to Birmingham 
and will assume management of the 
Dan Cohen Co., 1926 Third Avenue, 
North. 
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y Women’s B1770 $5.50 

“ B1790 $6.25 

‘ Men’s _—_B1774 $6.00 

i B1788 $6.75 IN-STOCK 
High grade Willow Calf Bend Sole — new 
popular last. A Jodphur that is unexcelled 

y for VALUE, STYLE AND FIT. 
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: Colt-Cromwell Co., Inc. 
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7 ing Economica 
as : 
- Seating? 
- eating ! 
e- 
A A M Ys 
t- gsr buy economical seating when A good EE priced 
a you buy “American” Interlocking surprisingly low. 
t- Seating. Cost is no more in the beginning and less in the end. 
More chairs can be set up per square foot. That means lower 
chair cost per square foot of floor space. Better service for more 
de customers. They are roomier, more comfortable, more inviting. 
i- Attractive coverings add a touch of color that buyers like. Before 
r. you buy, let our designers and draftsmen suggest an efficient 
LO seating arrangement. Simply forward rough floor plan. 
e- 
ul “ul 
a AMERICAN“ INTERLOCKING CHAIRS 
yn 
FREE Send for your copy of 
ul ® . 41 
=z “New Styles in Shop Seating 
A 32- book of helpful i ions. 
. A. 22 apge book of heipl sncing ruawemione =| The F. M. HOYT Shoe 
mn type seating. Fp “ sane) for ee an C ti 
. you are ready to buy. Copy mailed free. 
m Address Dept. BS13. orp oration 
ne ° . ’ 
€, American Seating Company Beacon $3, $4, $5 Shoes 
Makers of Seating for Shoe Stores, Schools, 
hurches and Public Auditoriums h N H hi 
& General Offices: GRAND RAPIDS, MICHIGAN Manchester, New Hampshire 
— Branches in All Principal Cines 
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WHERE TO BUY 


Children’s Footwear 








Children’s Fine Goodyear Welt Shoes 


THE couse” oe co. 
THIENSVILLE, 








MRS. aae= IDEAL BABY 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 











PATENTED 


ROBA» 
SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 











ASS 


CHILDRENS 











LEH BASS © CO. 1 Moin St. WILTON, MAINE } 





WHERE TO BUY 


Dancing Shoes and Taps 
# KENDALL'S ""°"S92""" 
Style N 


{ Patent Lea. 

Women's 2 te, Band C 

Misses’ {1 to 2, B and C 
$1.90 













25¢. a pai; 
pair 


Kid 
Women’s 2 te 8, B and C 
Misses’ 11 to 2, B and C $1.65 














* KENDALL SHOE COMPANY * 
HAVERHILL, MASSACHUSETTS 











<« ON THE SELLING END >» 


News of the Travelers and Sales Activities 








Boston Travelers Out for Members 


Boston—An intensive drive, de- 
signed to add 100 new members in 
three weeks, has been undertaken by 
the Boston Shoe Travelers’ Association 
under the direction of its newly elected 
president, Charles E. Joss, who is 
working directly with Harry P. Lynch, 
regional governor and chairman of the 
new membership committee. It is 
hoped eventually to increase the mem- 
bership from its present quota of 300 
to 500. The association has estab- 
lished headquarters on the second floor 
of the Hotel Essex in Boston and is 
planning to concentrate its association 
work there as of March 1. These and 
other topics were discussed at a lively 
luncheon meeting held Saturday, Feb. 
20, at which time the rooms were open 
for inspection. 

Among the guest speakers were 
Thomas F. Anderson, secretary of the 
New England Shoe and Leather Asso- 
ciation, who spoke on the importance 
to this section of the country of the 
Boston Shoe and Leather Fair in July, 
asking the cooperation of the travelers 
in interesting merchants to attend and 
manufacturers to participate, and of- 
fering to cooperate among his own 
member manufacturers in securing new 
members for the B. S. T. A. 

John S. Whittemore, 1932 president 
of the National Shoe Travelers’ Asso- 
ciation, told of the field work being 
done to strengthen the National Asso- 
ciation and described the steps taken 
recently to organize a large regional 
association with headquarters in St. 
Louis. 

In connection with the Boston Shoe 
and Leather Fair it was announced 
that T. A. Delany, national secretary- 
treasurer, will be in charge of the Hos- 
pitality Committee, and Miss Helen M. 
Haney will have charge of the women’s 
hospitality. 





Dave Saifer with Marlboro 


BostoN—Dave W. Saifer, formerly 
vice-president and general manager of 
the National Specialty Shoe Co., of St. 
Louis, is now connected with the Marl- 
boro Shoe Co., of Marlboro, Mass., 
manufacturers of high grade women’s 
Compo process footwear. Mr. Saifer, 
who is well known throughout the shoe 
trade in the Middle West, will handle 
the Marlboro line in that territory and 
will assume full responsibility for 
styling it as well. 





W. W. Skinner Injured 


William W. Skinner, who covers New 


York State, Pennsylvania and West: 


Virginia for the Selby Shoe Co., of 
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Portsmouth, Ohio, is confined to his 
home in Columbus, Ohio, as the result 
of injuries received recently when his 
car was in collision with a bus on the 
ice-covered highway near Johnstown, 
Pa. Two ribs were broken, his face 
was badly cut and he sustained bruises 
on other parts of his body. Following 
the accident, Mr. Skinner was taken 
to a hospital in Johnstown, but was 
able, later, to leave for his home. He 
hopes to resume his trip soon. 


St. Louis Organizes 


St. Louis—Shoe travelers with St. 
Louis as their headquarters have or- 
ganized the St. Louis Shoe Travelers’ 
Association, which is to be affiliated 
with the National Shoe Travelers’ Asso- 
ciation. Formal organization was com- 
pleted at a recent meeting held in the 
Jefferson Hotel, 
called to order by John S. Whittemore, 
president of the National association, 
who was instrumental in having it 
held. Officers were elected as follows: 

J. Ingram, president; O. H. Dough- 
erty, vice-president; O. W. Mueller, 
secretary-treasurer. 

An executive committee also was 
elected, consisting of Les M. Baker, 
M. P. Bringardner, E. W. Kaitenbach 
and Joseph F. Bulhof. Mr. Baker was 
appointed by President Whittemore as 
regional governor of that district. 
Other guests at the meeting were mem- 
bers of the Southwestern and Indiana 
associations, as well as executives of 
the St. Louis Shoe Manufacturers’ As- 
sociation. 

President Whittemore was also the 
guest of honor at a dinner given in 
Pittsburgh recently by members of the 
Pennsylvania Shoe Travelers’ Associ- 
ation. The dinner, held in the Hotel 
Henry, was attended by about 150 mem- 
bers and guests. In his after-dinner 
talk, President Whittemore outlined 
the aims and achievements of the Na- 
stional Association and the advantages 
to regional association of being affili- 
ated with it. 


Laybolt Now Treasurer 


TAUNTON, Mass.—Harry Laybolt, 
well known sales representative of the 
Taunton Rubber Co., was recently 
elected treasurer of the company. Mr. 
Laybolt has a wide acquaintance in 
the industry and for many years was 
superintendent and purchasing agent 
of the Field & Flint Co., Brockton. 
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| Now Possible with Visible Eyelets ... 


Shoe designers, recognizing the ornamental possibilities of Visible eyelets, have 
created a variety of unique designs that are striking in their beauty and in their 
smartness. Eyelets offer that extra style touch that the better-dressed woman 
looks for in her footwear... they are novel and in perfect taste with the finest 
shoes. The development and perfection of the Invincible Fast Color Eyelet with 
its smooth, roll-back setting has made the Visible eyelet practical for decorative 
purposes ... made in colors that harmonize or contrast with 
every shade of leather or fabric. 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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WHERE TO BUY 
Ballet Slippers 








HARD TOE DANCING Poon 
IN STOCK 


Pink, White, 
Bleck Satin’ PVGO 
Black Kid PAIR 
Sizes: 5 Childs to 8 Ladies! 
Widths B to E 
Send for and 
Agency Propesition 


TRICAL FOOTWEAR, I 
St., New York, N. Y. bi 














Im Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 
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WHERE TO BUY 


W omen’s Shoes 


hte ade de de eae eee 


“KUSH -IN-EZE”’O 
REGISTERED 
Hand-turned house shoes with 
all that any woman desires in a 
shoe of this type. All sizes and 
widths in 
stock, Thirty 


numbers.— 
a Send for Catalog 







VAUGHAN-TOWLE Co. 


WAKEFIELD, MASS. 
© (DIVISION OF L. B. EVANS’ SON CO.) © 














WHERE TO BUY 
Shoe Forms 





| Fairy Jorms| 
FOR SHOES AND HOSIERY 


made from white, 
transparent or colored 


FAIR YLITE 
Shoe Form Co. Inc., Auburn, N.Y. 








Barbour on Mediterranean Cruise 


Quincy, Mass.—Perley E. Barbour, 
president of the Barbour Welting Co., 
Brockton, was the guest of his com- 
pany executives and scores of friends 
at the Neighborhood Club, Quincy, last 
week, on the eve of his departure on 
the S. S. Paris for a month’s cruise in 
the Mediterranean, accompanied by 
Mrs. Barbour and his son, John. 





Bloomington Shoe Men Organize 


BLOOMINGTON, IND.—The Blooming- 
ton Retail Shoe Dealers’ Association 
perfected an organization here re- 
cently, naming the following officers: 
President, Rosa Richardson, of the 
Walkover Boot Shop; vice-president, 
Aubrey Cox, of the Model Shoe Co.; 
secretary, David Coombs, of Logan L. 
Coombs, and treasurer, Roy Schmalz, 
of the Schmalz Department Store. 
The object of the organization is to 
work with the Chamber of Commerce 
in its trade expansion program. 


OBITUARY 
ES TS a a a ae 


Percy Arnold 


NorTH ABINGTON, Mass.—W. Percy 
Arnold, for many years president of 
the M. N. Arnold Shoe Co., and one of 
New England’s outstanding shoe men, 
died suddenly last Monday at Palm 
Beach, Fla., at the home of L. Q. White. 
Mr. Arnold was stricken with a cerebral 
hemorrhage, death following shortly 
after. Funeral services were held 
from the Arnold home, North Abing- 
ton, with many friends of the late 
manufacturer in attendance. 

Mr. Arnold was 53 years of age last 
May and inherited his skill from his 
father, Moses N. Arnold, the founder 
of the shoe company bearing his name 
and one of the most prominent manu- 
facturers of his time. 

Mr. Arnold leaves his wife and 
three sons, Malcolm P., Dwight C. and 
W. Percy, Jr. 





J. Will Cunningham 

RICHMOND, IND.—J. Will Cunning- 
ham, 76 years old, prominent shoe mer- 
chant here for many years, died recent- 
ly at his home. He was a veteran in the 
shoe business, having first learned the 
art of making shoes from his father, 
J. A. Cunningham. As a young man 
he went into business for himself. For 
years he conducted a business at 
Seventh and Main Streets, which he 
sold to Ed Neff and Oliver Nusbaum 
and which remains in the same location 
under the name of Neff & Nusbaum. He 
had been in failing health for some 
time. The widow, three daughters and 
a brother survive. 





Sidney A. Amster 


Wooster, OnH10—Sidney A. Amster, 
49, proprietor of Amster’s Shoe Store, 
died Feb. 13 at his home here from a 
heart attack. He was born in Long 
Hungary and came to the United 
States in 1895, locating at Galion, 
Ohio. He came to Wooster in 1909 
and was with his brother, Nick Amster, 
in the clothing business until 1912, 
when he became head of the shoe de- 
partment of the Amster store. His 
wife and three children survive. Burial 
was made in Cleveland. 
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John E. McClure 


East LIveRPooL, OH10O—John E. Mc- 
Clure, 65, widely known upper Ohio 
Valley shoe merchant, died at his home 


feb. 15 from a paralytic stroke. For 
many years he was manager of the 
Sleepless Shoe Co. and later was iden- 
tified with other retail shoe concerns 


here. His wife, a daughter and one 
son survive. Burial was made in East 
Liverpool. 





Morris J. Lantz 


Fairmont, W. VA.—Morris J. Lantz, 
79, for a number of years engaged in 
the retail shoe business here, died on 
Feb. 19 at his home, after an illness of 
several months with paralysis. Mr. 
Lantz served as a member of the Fair- 
mont board of education. He was a 
member of the First M. E. Church and 
was its treasurer for a long time. His 
widow and a daughter survive. 








5th Avenews 
[CONTINUED FROM PAGE 30] 


lizard is heralded for Fall as the smart 
town shoe. 

Bonwit Teller features an evening 
sandal of black satin and black rein- 
deer. The new metal shades and gray 
beiges are displayed in the fine lines 
of Propper’s ingrain hosiery, as the 
shades for beige and blue. Walk-Over 
has some newer interpretations of the 
lace kid shoe which has cut-outs of a 
lace design. 

Kurzman Hollidge shows the first 
Spring coat of blue with the white 
galyac collar and the white hat. This 
ensemble tells the story of the early 
wearing of the white shoe with a wool 
suit or coat. Those merchants who 
have bought blue shoes need not be 
afraid of their not moving. A check 
with Forstmann- Hoffman, woolen 
house, shows that blue has oversold 
black for the first time in seasons. The 
blue suit really requires a blue shoe, 
although when the coat is heavily 
trimmed in white or when a white hat 
is worn as we expect many women will 
later in the season, then the white shoe 
will be used. 

Franklin Simon displays new chrom- 
ium ornaments for the untrimmed 
pump. Suedes and contrasting leathers 
in airy patterns seem. to be moving. 
J. & J. Slater are selling a new buck 
oxford worked out with a colonial 
motif with two buckled straps slotted 
through the buckle. Also an interest- 
ing afternoon sandal of the new fabric 
known as roughella. 

Grossman already shows a superb 
collection of unlined sport ghillie ties 
and partly lined pumps. A study of the 
way these shoes are lined, the depth of 
the inside collar and the lack of bulk 
might prove profitable to many shoe 
manufacturers, 
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PROFITS IN SHOE POLISHES, DRESSINGS AND DYES 


P66 6h PS SP SP FS PP SPS FS PS BPE PS PS FP PP PS FS PE EP PPS OS PP 


Fifth Annual Shoe Repairers’ and Dealers’ 
Exposition, New York City 
February 29, March 1 and 2, 1932 


MONDAY, February 29 TUESDAY, March 1 WEDNESDAY, March 2 


CAVALIER 


POLISH AND DYES 





With the Merchant racking his 
brain to increase volume in sales, 











to keep old customers and to at- 
tract new ones, comes the un- 
usual solution of a great retail 
A small investment 


NOT SOLD TO DRUG, GROCERY 
OR CUT PRICE STORES 


SHOEMEN SELL IT 


problem. 


oe Cleans ALL kinds of white a 
_ footwear—leather or fabric. — 
“The BEST you EVER USED or 
BONE REFUNDED.” 
oe (printed on every bot.) 
for information write to : 


No Unfair Competi- 
tion. A Good Profit 


CAVALIER CORP. 
KEY HIGHWAY. 
Baltimore, Md. 


enables a retailer to buy a com- 
plete line of Dressings, Dyes and 
Polishes. The usual mark-up is 
about 100%. Just imagine the 
volume and profits on this small 
original investment with a turn- 
over of 20 to 25 times a year. 
There are no losses due to change 
































SELL of styles and the demand is ac- 
YOUR OWN BRAND tive. Many merchants are cog- 
‘ : : ihe only dyes 
OF nizant of the splendid profit op- on tnemnateas 
POLISHES portunity that is realized by the ick acm tael 
importance of Dressings, Dyes a 
Combine Profits with Ad- ° neutralized 
vertising— and Polishes. f he dvei 
We supply a choice of $ r por or the yon 
beautiful carton designs In keeping with the Exposition of ALL fab- 
bearing your own name, ys 
address or trade mark— now going on at the Grand Cen- ric shoes. 
Plus Quality Polish—at ° 
no extra cost. tral Palace, look for the displays 
For information write of manufacturers advertising on Absolutely Harmless 
SHOE SUPPLY SYNDICATE this page. The Original Marvelous Dye Co., Inc. 
732 New York Ave., 273 Sackett St. Brooklyn, N. Y. 
UNION CITY, NEW JERSEY 
Sampson's 722,2.°%1.2"°: or SI; 
shoe dressings of proven superi- Premier Slipper Dye 
ority. 
apne ntionpincia “What The Name Implies 
CARNATION The Finest In Dyes’’ 
WHITE 


For Dyeing All Fabric Shoes 


| 89 beautiful and uniform colors which 
a Se maintain original lustre and do not 
Sampson’s THER-GLO streak—A Jet Black that has no equal. 


A superior cleaner for white 
leather shoes. It’s pink— 
turns white instantly. 


LEA 
shoe cream. Neutral. For 





a ee al Ge ak Send for sample bottle and latest 
‘=i shiny leathers. color card. 
penta ma package easily 
Superior quale Sole Distributors 





} iy. with repeat business as- 


GITTERMAN & CO. 
419 Fourth Avenue New York City 


Ask your jobber or mail your order direct to 


l 
| 
| SAMPSON CHEMICAL CO. 
l 


8713 Roosevelt Road, Chicago, Illinois 
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WHERE TO BUY 


Men’s and Women’s 


Slippers 
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Men’s Hand Turned Slippers 
ROMEOS EVERITS OPERAS 


ALL LEATHERS $2.00 to $2.50 
GOLDEN BROWN KID —IN STOCK 


ROTH SHOE COMPANY 
MANUFACTURERS 
50 N. FOURTH ST. PHILADELPHIA 












QUALITY TURN 
D’ORSAYS 


On the Floor, all colors, A 
and C widths. Price, $1.35. 


FREEMAN-THOMPSON 
SHOE COMPANY 
Minnesota 











HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
eon the market in the popular price 
class. Samples on Request 
VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 
ll) 
W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket 74 
Zipper Pocket $1.70 

















THE COMPLETE LINE 
OF HIGH GRADE 
CHILDRENS SHOES 

TO RETAIL AT POPULAR PRICES 


fj 


Marathon Shoe Co) 











Frank Associates in New Home 


New York—Frank Associates, man- 
ufacturers of fabrics for the shoe 
trade, have recently moved to their new 
home at 16 East Thirty-fourth Street, 
New York City. According to M. J. 
Frank, Frank Associates are enjoy- 
ing an excellent business on their new 
fabric, Sylphglo. 





How to Make a Junior 
Department Pay Its Way 
[CONTINUED FROM PAGE 19] 


popular. We feel there is no better 
way to have our sign carried up and 
down the street than to have some 
youngster carry a balloon with our 
name on it. Whenever we hear that one 
of our little friends is having a chil- 
dren’s party, we try to supply balloons 
or other inexpensive favors. This 
pleases the child as well as the parent, 
and, since the children take these fa- 
vors home with them, it is entirely 
possible that our name is carried into 
homes which we have not previously 
reached. 

“In all of our advertising we play up 
durable shoes for school wear and when 
the mother brings the child in for a 
pair of shoes, she hears the same story 
from the fitting stool. In this way we 
build good-will because the type of 
shoes which we recommend are bound 
to stand up better under the hard usage 
to which they are subjected at the 
school yard than an ordinary light- 
weight dress shoe would. In this way 
we also have an opportunity to sell a 
dress shoe in addition to the utility 
shoe which*we have sold for school 
wear. We also carry the narrow, as 
well as the wider widths, and by keep- 
ing our styles down and constantly re- 
ordering, we keep our stock at an even 
level. 

“In the sale of children’s shoes, fit 
is paramount, and because of the per- 
sonal interest which we take in each 
individual case, and the patience and 
effort which we exert in order to have 
the shoes fit just right, as well as the 
special alteration work which we do, 
we have people bring in children from 
all over Chicago. Because we attach 
so much importance to fit, we do not 
believe in hiring extra help. We would 
rather have a customer walk out be- 
ceuse we are busy, than have a stranger 
wait on one of our best customers. 

“We have run this store on the 
theory of picking a good line and stick- 
ing to it. We know that the average 
retailer’s business appears small to any 
factory, but if the factory knows that 
we are concentrating on its line, we 
can expect, and do receive, real service 
and consideration, as our business is 
worth something to the house, and, 
with fewer lines, it is much easier to 
avoid duplication of styles and mini- 
mize short lines at the end of every 
season. 

“After all is said and done, there is 
nothing radically new in operating a 
retail shoe store. In our estimation it 
all resolves itself into working on the 
known principles of success — plain 
common sense every day, hard work, 
playing fair and being on the job. That 
applies to the ‘boss,’ too, as customers 
like to see the proprietor working, 
even if they do not always have the 
opportunity to be served by him per- 


sonally.” 
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Profit Plus Safety by In-Stock 
[CONTINUED FROM PAGE 21] 


shelves in order that the consumer de- 
mand will force them to buy those ad- 
ditional styles. 

In general, that charge is unfounded. 
Nevertheless, a factory is not cooperat- 
ing with its dealers if it advertises a 
pattern without having given its agents 
sufficient definite notice that the style 
would be featured on a certain date. 

Possibly it is not going too far to say 
every factory is duty bound to stock 
every style it advertises. Perfect co- 
operation on advertised styles is not an 
easy thing to work out. It requires 
far-ahead planning by both manufac- 
turer and retailer. If best results are 
to be obtained from merchandising in- 
stock shoes, these two principles must 
be observed: 

First, retailers who expect service 
from in-stock departments must un- 
derstand the manufacturer’s in-stock 
problems and must work in harmony 
with them, 

Second, manufacturers who expect to 
build successful in-stock departments 
must remember that after all every- 
thing in manufacturing exists merely 
to make selling easy and profitable for 
the retailer. 

Cooperation pays. Callous indiffer- 
ence on the part’ of either manufac- 
turer or retailer halts the progress of 
the individual and of the industry. 





In-Stock in Step with the Times 
[CONTINUED FROM PAGE 22] 


lack of styles. It isn’t difficult for the 
retail merchant to compute a minimum 
stock of a certain style upon which he 
can do business for a week. - With this 
stock as a minimum, he can then de- 
pend upon the manufacturer’s supply 
for reorders. 

The question of a manufacturer’s 
brand or the store’s brand or name need 
not figure to any great extent in the 
buying of in-stock shoes. Plenty of 
manufacturers are making up in-stock 
shoes without sock linings, which are 
put into the shoes as ordered by the in- 
dividual retail merchant and stamped 
with his name or brand just before be- 
ing shipped out of the factory. Some 
merchants, of course, prefer to carry 
manufacturer branded shoes, especially 
those lines that are widely advertised. 

The principal advantage of using the 
in-stock department is that of better 
turnover. A survey of eight children’s 
stores that use in-stock shoes exclusive- 
ly recently showed turnover ranging 
from four to six times a year, and 
these stores were not located in par- 
ticularly populous sections. They are 
what might be termed average stores 
with no outstanding promotional fea- 
tures to distinguish them from hun- 
dreds of similar stores. One store which 
revealed its figures showed an annual 
business of $24,000 on a stock that at 
no time exceeded $4,000. In this par- 
ticular store sizing-up orders were sent 
in to the factories twice a week. 
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New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once 
delivery of the new and revised Shoe and 
This handy book of 


Leather Lexicon. 
the trade is in its sixth edition, 
000 copies now in use. 


Boot and Shoe Recorder 


239 West 39th St. 


Styles for Winter Sports 


Boston—In Boston, footwear and 
other equipment of leather for winter 
sports are now in brisk demand. The 
season for snow sports rises to its 
height on Washington’s birthday, a 
double header this year, for the holiday 
comes on Monday. It will be prolonged 
more than any former snow sports sea- 
son for it as been discovered that con- 
ditions for snow sports are ideal during 
March on the sides of the higher moun- 
tains to the North, like the White 
Mountains of New Hampshire and the 
Green Mountains of Vermont. The rail- 
roads and the hotels are making much 
of this extension of the season, and 
dealers in ski boots, moccasins for snow 
shoeing and_like equipment are benefit- 
ing thereby, taking on new customers, 
and increasing their sales. 

Some idea of this increase in snow 
sports may be gained from the fact 
that “The Snow Train” of the Boston 
& Maine hauled more than 1600 to 
Lincoln, N. H., recently, the longest 
trip and the biggest party ever car- 
ried on this special train. 





Sees Big Season in Sandals 


New YorK—From his observation of 
the interest shown in the new sandals 
at the style shows in Chicago, Boston 
and Philadelphia, Herman Rosenheim, 
president of the Best Ever Slipper Co., 
is convinced that through sandals the 
shoe industry has an opportunity to 
make the Spring and Summer season 
of 1932 an outstanding one. He be- 
lieves that manufacturers and retailers 
alike may prosper by featuring dis- 
tinctive sandal types of footwear. 





Farr Brothers Moving 


READING, PA.—F arr Brothers Co., of 
Allentown, who for a number of years 
have conducted a retail shoe store in 
the Eagle Building, 544 Penn Street, 
Reading, have leased the old National 
Union Bank Building on Penn Street 
below Fifth and will take possession 
about April 1. H. L. Farr, Jr., a mem- 
ber of the firm, negotiated the lease 
and will direct the alterations and im- 
provements to the building. 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 27, 1932 





Price 50 cents. 


New York, N. Y. 








over 100,- 


mings. 





“VARNUM” Size Stick 


The Most Popular Measure 
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Marked with standard American, 
measures. Three styles 1—2—3. 


RETAIL SHOE STORES USE NO. 3 


F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 


¢, 





ty 


French and lish 
Maplewood, oe go 


PRICE $1.50 EACH 








Free Clinic for Shoe Business 


CHICAGO—“It’s no secret that the 
shoe business had a sick year in 1931,” 
says James H. Stone, manager of the 
N.S.R.A. “Today the big effort is to 
learn what that sickness can teach us 
for 1932. Hence the widespread in- 
terest in the association’s educational 
Inventory Analysis Service. 

“Possibly some shoe dealers do not 
know that they are invited to send us 
their 1931 operating figures. In re- 
turn, our Educational Division will 
analyze these figures thoroughly and 
write each dealer a personal, confiden- 
tial, constructive letter of criticism. 
We will try to show where his business 
is out of balance (if it is) and along 
what lines he should strive for better 
profit in 1932. . 

“All this is absolutely free, the asso- 
ciation’s contribution to the industry. 
No one need hesitate to send his fig- 
ures, for the association has worked 
out a system whereby the dealer’s 
name does not appear on his report. 
No one who works on the figures can 
possibly know whose they are. 

“We are vitally interested in getting 
as many reports as possible to make 
more accurate the final report showing 
the average figures for expense, mar- 
gin and profit for the entire trade. 

“It is the duty, therefore, of every 
shoe merchant to cooperate by sending 
in his figures, partly because of the 
individual help he receives and partly 
because he is doing his share to help 
the industry. 

“This service is open to all, whether 
members of the Association or not. Just 
write to the National Shoe Retailers’ 
Association, 8 South Michigan Avenue, 
Chicago. Say, ‘Send inventory blanks’ 
They will go forward at once, without 
charge or obligation. The more reports 
we receive the better we like it.” 





New Majestic Store Opens 


BALTIMORE, Mp.—The Majestic Shoe 
Shops, Inc., operators of a chain of 
family shoe shops in Baltimore, Md., 
has opened a substantial branch store 
at 3604-3608 Eastern Avenue. Other 
Majestic Shoe Shops are at 1217 West 
Baltimore Street, 2204 East Monument 
Street, and at 2039 West Pratt Street. 
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A New Monk Shoe 


Boston—One of the newest offer- 
ings in Boston is that of the monk shoe 
for women. It’s different from the 
monk shoe that has been sold to men. 
This new monk shoe is a custom style 
for last and pattern, having a round 
toe, a plain vamp and a moderately low 
heel of leather. On its front is a fly 
which is fastened to the side with two 
small straps passing through two small 
buckles of shiny nickel, of the harness 
style fashion. This style is made of 
black and colored leathers, with per- 
forations very fine on both the vamp 
and the fly. The bottom is welted, 
and the edge is a bit thicker than is 
ordinarily seen. This style, for street 
wear, is recommended for comfort as 
well as for style. 3 





To Co-operate with Shoe Trade 


BuFFALO, N. Y.—Closer cooperation 
with shoe manufacturers and their de- 
signers in the production of styles to 
give greater foot comfort and embody 
more health-giving features was voted 
at the 36th annual convention of the 
New York State Pedic Association in 
Hotel Statler. The action of the State 
organization follows a similar cam- 
paign sponsored by the National Pedic 
Association, which has already ap- 
pointed a committee to confer with 
manufacturers of health shoes. 

Greater care in the fitting of shoes 
and the creation of foot clinics in lead- 
ing hospitals also was urged by the as- 
sociation as a move toward eliminating 
and correcting foot disorders. Michael 
H. Arbogast of Buffalo was re-elected 
president of the association; Ben Levy 
of Schenectady, vice-president, and 
Arthur R. Morley of New York, sec- 
retary and treasurer. 





New Manufacturer for Whitman 


WHITMAN, MAss.—The recently or- 
ganized Belcher Shoe Co. started its 
first run, headed by A. O. Belcher, for 
many years superintendent at the Rice 
& Hutchins Rockland plant and later on 
the executive staff of the Emerson Shoe 
Co. With Mr. Belcher in this new fac- 
tory are Frank Edson, for many years 
with the L. Q. White Co., and’ Walter 
Washburn. 
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SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








WE WANT GOOD MEN 


to sell a fast moving line of women’s novelty footwear to retail at 
$4—both in-stock and makeup. Straight commission basis only. 


Give full details and territory desired with application. Address 
C827, care Boot and Shoe Recorder, 140 Federal St., Boston, Mass. 











Wanted: Resident Salesmen 
Selling Department Stores and volume 
buyers. Capable of selling factory lines. 
Must be willing to work on 3% com- 
mission payable against shipments each 
month. Prices low enough to sell largest 
accounts including jobbers. Write C- » 
care Boot & Shoe Recorder, 239 
West 39th Street, New York, 
N. Y., for further information. 





WANTED 


Commission salesman to sell a short line 
of stylish rubber footwear covering in 
Kentucky, Tennessee and Southwestern 
Ohio. No objection to being carried as a 
side line so long as lines do not conflict. 
Address C-826, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 

















SALESMAN with a following of department 
and chain store trade to carry a high grade 
line of stitchdowns on straight commission. Ad- 
dress C-813, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMEN calling on Retail Shoe Trade to 
handle, as side line, well established dyes on 
commission basis. Address C-828, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





R line for the season of 1932 is ready 

to be carried by shoe salesmen as a sideline. 
In order to receive a prompt reply submit ref- 
erences and name of line now representing. 
Address C-820, care Boot & Shoe Recorder, 
140 Federal Street, Boston, Mass. 





IDE LINE MEN—10 numbers women’s spe- 

cialty shoes—-$6.00 retailers—with patented 
NU-MATIC heel, arch and ball. In Stock. 
Advertising and Merchandising features. 6% 
commission—on direct and mail orders. sy 
to sell. Great repeaters. NU-MATIC Shoe 
Co., 512 W. Florida St., Milwaukee, Wis. 


WANTED, salesmen for Milwaukee, Boston, 
Rochester and Philadelphia, calling on shoe 
manufacturers with our line of well made brass 
base shoe buckles selling at a “I attractive 
price. Address C-829, care Boot & Shoe Re 
corder, 239 West 39th ‘Street, New York, N. Y. 





SHOE SALESMEN wanted to carry side 
line Dr. Hunt’s New Corn Cure, selling 
shoe stores and shoe repair shops. Commission 
basis. Business established all over United 
States since 1891. American Chemical Co., 
Dayton, Ohio. 





EXPERIENCED SALESMEN, to act as 
manufacturer’s agents for well established 
line.  Strictl ——— basis. Reference 
required. lying, state road selling 
experience. jr: ny -779, care Boot & Shoe 
gs ual 239 West 39th Street, New York, 


WANTED TO PURCHASE 


SHOE STORE, general store or medium size 
department store within radius of 700 miles 
of New York. Address C-831, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








IDE LINE INFANTS’ PREWELTS FOR 
ESTABLISHED salesmen. Stock Proposi- 
tion. Liberal commission. Old _ established 
house. Address C-592, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


WANTED, Family Shoe Store, medium prices, 

with or without stock. Within 100 miles 
from New York. Address C-834, care Boot & 

ae «sob 239 West 39th Street, New 
or 


MANAGER of family shoe stores and depart- 
ments, experienced in buying, window 
trimming, advertising and modern retailing 
methods, wants work. Thirty-three years old, 
and capable of handling every phase of the 
business. Address C-823, care Boot & Shoe 
ae uaa 239 West 39th Stret, New York, 





BOOKKEEPER-CREDIT MANAGER, Ten 
years’ experience with shoe manufacturer 
and jobber. Highest references. Address C-837, 
care Boot & Shoe . on a 239 West 39th 
Street, New York, iP 





MANAGER OF SHOE DEPARTMENT— 
For the past year have been manager of a 
retail shoe store in a Southern city. Owing to 
reorganization of the operating company it was 
decided to close this store. Prior to my con- 
nection with this company I was shoe buyer for 
a well-known retail concern in New York State 
for a period of seven years. I can furnish 
satisfactory recommendations and would wel- 
come an opportunity in any good store and 
locality. Address C-835, care Boot & Shoe 
_— 239 West 39th Street, New York, 





BUYER - MERCHANDISER, women’s high 
grade, and popular priced footwear. Thor- 
ough knowledge Brands, Lasts, Construction, 
Materials, Fashions. Keen, Alert, Aggressive. 
Volume and profit producer, well versed in ad- 
vertising, personnel training, stock control. Ex- 
cellent references. Desire connection with live 
aggresive, reliable organization, reasonable sal- 
ary and opportunities. Available on short no- 
tice. Married, age 39, Gentile. Address C-832, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





LINE WANTED 





SIDE Line Wanted, for established retail 
shoe stores in New York State. Will be 
willing to act as agents. Address B ROOKLYW. 
SHOE i aed CO., 120 Ludlow St.. New 


ork, 





SALESMAN, 11 years’ successful sales_ex- 

perience,—Good following in Greater New 
York and New Jersey wishes to connect with 
popular priced manufacturer’s line. Address 
C-836, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
&® Advertisements for this page must be in our New York office on. Friday of the week preceding publication. ®& 


word. Minimum 4 
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FOR SALE 





MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








FOR SALE—Up-to-date shoe stock and fix- 
tures. Well established business in thriving 
North Central Wisconsin City of 8000 or will 
rent store and shelving to reliable party. Ad- 
dress C-824, care Boot & Shoe Recorder, 209 


South State St., Chicago, IIl. 











BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FHSSION OF YOUR OWN and earn big 
A new system of 


income in service fees. 


foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
Address 
21 Back Bay, 


or soliciting. Established 1894. 
Stephenson Laboratory, 
Boston, Mass. 





“They Sell.”’ 


“Oh Woman in her hours of ease—uncertain, coy—and hard to 
please.” Yet please her we must, or failing go bust. 
Request brings to discount buyers pre-Easter bulletin. 








EDGEWOOD SHOE FACTORIES, ATLANTA, GA. 


Sport shoe manufacturers for U.S.A. 














MERCHANTS’ NEEDS 








p| Extra Profits for Retailers 
Men’s—Women’s—Children’s 

Shoes and Boots rebuilt, re- 
modeled and _ recon- 
structed. Orthopedic work. 

L\ LS} Leather and fabric dyeing. 
\ Ra A\ We / City delivery and mail service. 

i\ 


X The T.S. DOYLE COMPANY, Inc. 
gS, Factory Shoe Rebuilders 


144 138 West 34th St., New York 
Est. 1882 















VANITY BOWS 


S) 









ni 


Y No. 8982 


RED—WHITE—BL 


The blast of the bugle 

The tramp of the feet 
Here they come marching 
The crowds in the street— 


Vanity is leading the parade with 
BOWS of Red, White and Blue. 


Join the parade with VANITY. 
Write for a dozen assorted bows NOW! 


VANITY NOVELTY 
WORKS 


1261 Atlantic Avenue 
BROOKLYN N. Y. 





UE 
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MODERNIZE YOUR 
STORE WITH MODERN 
MODERNISTIC SHOE CARTON 
LABELS -& WRITE FOR 
SAMPLES*NO OBLIGATION 


OVER FIFTY YEARS OF 
DEPENDABLE SERVICE 





OST LESS-® LAST LONGER” 
EXECUTIVE OFFICES 
259*275 LEXINGTON AVE. 














WANTED TO PURCHASE 








HIGHEST CASH PRICES 
PAID 


for shee stocks, slow sellers, ete. Short time 
leases taken over. Transactions confidential. 
Est. 1890 
MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 








We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone CAnal 6-4298 and 4299. 

















tt BROOKLYN, N.Y. Nene 
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HOTELS 


POSTER @ DEUTSCH 


486 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 














REPTILE SKINS 


We have Blue Calcutta Lizards which we 
carry ion stock at attractive prices; also 
Black Pythons, Water Snakes, Rajah Lizards 
and Ring Lizards. Call or write 


JOSEPH S. SALOMON 


Beekman 3-5098 
95 Gold Street New York City 














g fe pies Wiptows 
turistic lave an 
” Backgrounds 


Artifielal Flowers, Vases, Window Fixtures, 
Palati Setti Seones, Papers, 
Rib! Borders, Decorative Pagers, 

Folls, Flitters, Valances, Draping Material, 
Grass Mats. ‘Send for Fancy Paper let. Price 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 
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The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 












Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 


BRETTON HALL 
BROADWAY at 86th ST. 
== nev YOR SS 
























We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 


Phone - Write - 
All matters strictly confidential. 
I, SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











MERCHANTS’ NEEDS 











MAD\\ Here's service 

WF you cannot afford . 
to do without. 

White us for detail. 


ed information. 


Mandel Engzaving Co. 
sowene “Act Studios. wizsssis 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass........ 45 
Bass, G. H., & Co., Wilton, Me........... 54 
Ben & Sally Theatrical Footwear, Inc., 
POW WO GDh ibi sec vctvscteisecevcws 56 
Blog Shoe Co., Inc., New York City...... 56 
Bob Smart Shoe Co., Milwaukee, Wis.... 8 


Chase, W. S., & Sons, Haverhill, Mass.... 58 


Clapp, Edwin & Sons, Inc., East Wey- 
I FRY) 00:0 cbs oa ehcuhae<eees 52 


Collins, Walter, Shoe Co., Milwaukee, Wis. 33 
Colt-Cromwell Co., Inc., New York City... 53 


Dodge, Bliss & Perry Shoe Co., Newbury- 
IN 644-4504 scudcaeceayenthcenweo 25 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 52 


Edgewood Shoe Factories, Atlanta, Ga..... 61 
Endicott-Johnson, Endicott, N. Y.......... 3 
Ford, C. P., Co., Rochester, N. Y......... 38 
Freeman-Thompson Shoe Co., St. Paul, 
WO ab5055900045 008505400 50002 606008 58 
Gilbert Shoe Co., Thiensville, Wis....... 54 


Horwitz, Vincent, Co., New York City.... 58 
Hoyt, F. M., Shoe Corp., Manchester, N. H. 53 


Ideal Baby Shoe Co., Danvers, Mass...... 54 


Justin, H. J., & Sons, Inc., Fort Worth, 
MES Ssh su tdecb cceeesbeseccacecnctt on 38 


Krippendorf-Dittmann Co., Cincinnati, Ohio 51 
Kendall Shoe Company, Haverhill, Mass... 54 


Marathon Shoe Co., Wausau, Wis......... 58 
Mishawaka Rubber & Woolen Mfg. Co., 
ST EEL, chic asscaenusicwadeas~« 0% 1 
Musebeck Shoe Co., Danville, Ill.......... 5 
Nettleton, A. E., Syracuse, N. Y.......... 52 
Old Colony Shoe Co., Brockton, Mass..... 52 
Packard, M. A., Brockton, Mass.......... 52 


Pedigo-Lake Shoe Co., St. Louis, Mo.2nd Cover 
Peters, Branch of Int. Shoe Co., St. Louis, 
31 


Queen Quality Shoe Co., St. Louis, Mo.... 1 
Richards & Brennan Co., Randolph, Mass.. 52 
Roth Shoe Co., Philadelphia, Pa........... 58 
Shaft-Pierce Shoe Co., Faribault, Minn.... 54 
Smith, J. P., Shoe Co., Chicago, Ill...... 52 
Stacy, Adams Co., Brockton, Mass........ 52 


Stetson Shoe Co., So. Weymouth, Mass.... 23 
Vaughan-Towle Co., Wakefield, Mass..... 56 





A BUYING GUIDE TO 
OUR ADVEIATIFZERSY 
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LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass.............- 48 


Deauville Import Corp., New York City. .34-35 
Dewey & Almy Chemical Co., Cambridge, 
Mass. Front Cover 


Tee eee eee eee eee ee eee eee) 


Evans, John R., & Co., Camden, N. J... .26-27 
oe. A. F., & Sons Corp., Milwaukee, is 


eee eee eee eee eee eee eee ee eee 


Pix cmalhe Tire & Rubber Co., Akron, Ohio. .6-7 


Hamel, L. H., Leather Co., Haverhill, Mass., 
4th we 


t! 
Hubschman, E., & Sons, Philadelphia, Pa.. 


Surpass Leather Co., Philadelphia, Pa.... 46 
Salomon, Joseph A., New York City...... 61 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md............. 57 
Conaway-Winter Studios, Brooklyn, N. Y... 37 


Gitterman & Co., New York City......... 57 
Janvier, Walter, Inc., New York City..... 57 
Original Marvelous Dye Co., Inc., Brook- 
WG Des Be bese e reeds eVestetcrincséees 57 
Samson Chemical Co., Chicago, Ill......... 57 


Shoe Supply Syndicate, Union City, N. J.. 57 


Tubular Rivet & Stud Co., Boston, Mass. 
3rd Cover 


Ces Fast Color Eyelet Co., Boston, 
Mass. 55 


eee eee ee eee eee eee eee ee eee ee ee ey 


United Last Co., Boston, Mass........... 36 
bg ad Shoe Machinery Corp., Boston, 
Mass 63 


SHOE ACCESSORIES 


Freidag Mfg. Co., Freeport, Ill............ 38 
Narrow Fabric Co., Reading, Pa......... 40 
Shoe Lace Co., Ltd., Providence, R. I.... 4 
Vanity Novelty Works, Brooklyn, N. Y.... 61 
Whitcher, F. W., Inc., Boston, Mass....... 59 


SHOE STORE EQUIPMENT 
American Seating Co., Grand Rapids, Mich. 53 
Dave’s Display Decorations, New York City 61 
Grand Rapids Store Equipment Co., Grand 


PEPER. scccustctccessscceeseean<e 43 
Meyer, Frank C., Co., Brooklyn, N. Y.... 61 
Shoe Form Co., Auburn, N. Y........... 56 

MISCELLANEOUS 
Doyle, T. 8., Co., Ine., New York City...... 61 
Glauberg, Max, New York City........... 61 
Hotel Bretton Hall, New York City....... 61 


Kirsch-Blacher Co., Inc., New York City... 61 
Mandel Engraving Co., Milwaukee, Wis..... 61 


Poster & Deutsch, New York City......... 61 
Simon, I., Co., New York City............ 61 
Stephenson Laboratory, Boston, Mass...... 61 
The Shelton, New York City............ .. 38 
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Sell the Man Right 


[CONTINUED FROM PAGE 15] 


been able to make money go so far in 
buying Good Footwear.” 

And one of the most successful of 
all the 1931 ads begins like this: 

“Did Jonah swallow the whale or the 
whale swallow Jonah? 

“Are you swallowing high prices or 
letting high prices swallow you? NOT 
if you know Werner’s! And not if you 
know the whale of readjustments in 
prices we are swallowing right this 
minute. And that’s no Jonah!” 

However, another Werner policy 
that accounts in no small measure for 
the firm’s unhindered progress is that 
despite the above-mentioned readjust- 
ments in prices, in no case has the 
Werner quality been lowered. 

At the present time, the Werner 
base line price is $6; the top, $12. An 
arch feature shoe sells at $10.50, and 
comfort shoes in high and low styles 
at $9.75. The volume business is from 
$6 to $7.50 at the present; with the 
black preferred this fall 75 to 85 per 
cent over brown. 

Russell Werner, vice-president and 
general manager of the Frank Werner 
Co., is himself one of the chief reasons 
for the firm’s success. Beginning as 
a lad with the firm, he “grew up” with 
the business and helped the company 
grow into its present seven-shop size. 
A keen merchandiser, tall, genial, in- 
stantly likeable, and happy to discuss 
his hobbies—golf and football—as well 
as shoes—small wonder that Russell’s 
friends are of the permanent variety. 

Dynamic, energetic R. R. Evans is 
manager of the men’s shop, which, by 
the way, has its own entrance at 26 
Powell Street, but is also accessible 
through the 874 Market Street en- 
trance—an ideal arrangement, as it 
permits window displays of men’s foot- 
wear on the Market Street side—San 
Francisco’s busiest thoroughfare. 


Close Shoe Department 


HaANover, Pa.—Greenebaum’s cloth- 
ing store, operated here by David and 
Jerome D. Greenebaum, has closed out 
its shoe department. The store for 
the past several years has been han- 
dling Friendly Five, McAllister and 
Florshiem shoes in this place. 


> PROFITIZE YOUR BUSINESS IN ’32! 4 
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RECENT ingenious refinements in 
welt-constructed footwear make the 
lightweight SILHOUWELT appropriate 
for pump, sandal, strap, and stepin 
models as well as for the low-cut tie 
and oxford. SILHOUWELT possesses : 
the comfort and style-retaining quali- Bae 
ties of a welt-constructed shoe with 
an extremely lightweight outsole and 


close-fitting edges and shanks. 





Manufacturers making SILHOUWELTS s 
are finding them to be active sellers ey 4 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS Prue 
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TO MANUFACTURERS AND 
WHOLESALERS :— 


RECORDER Subscribers daily ask us where 
to buy certain shoes and many other items 
connected with the operation of their stores. 
Following are some of the inquiries received 
this week. 


Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. 

In no case will the name and address of 
the merchant writing to us be given out. 
The RECORDER however will forward all 
letters and catalogs received from manu- 
facturers promptly to the inquirers. Please 
refer to code identifying number. 


N 771. Women’s hosiery in good grades. 

N 772. Women's hose to retail at 69c. 

N 773. Men’s wooden sole shoes. Asbestos 

shoes. (3) 
N 774. Men’s shoes from stock to retail at 
$3.00 and $4.00. (3) 

N 775. Men's high grade spats. 

N 776. Merry s shoes to retail from $2.00 

to 

N 777. Chiropody schools. (3 inquiries) 

N 778. Dyes for fabric shoes. 

N 779. Backgrounds. (6 inquiries) 

N 780. Women’s mesh hose. 

N 781. Women’s riding boots. 

N 782. Women’s popular priced sport and 

dress shoes. (3) 

N 783. Showcard service. 

N 784. X-ray machines, (6 inquiries) 

N 785. Complete stock for a new family 

shoe store. 

N 786. Infants orthopedic soft soles. 

N 787. Plans for remodeling store. 

N 788. Store records and stock keeping 

systems. (6 inquiries) 

N 789. Moire, gold, silver sandals, 

N 790. Women’s novelty slippers to retail 

at $3.00. 

N 791. Growing girls sport oxfords in AAAA 

widths from stock to retail at $7.00. 

N 792. Line of high style women’s shoes 

built over good orthopedic lines, in 
a wide range of widths from stock 
to retail around $4.00 to $6.00. 

N 793. A complete line of women’s popu- 
lar priced novelty dress shoes. 

. A qantity buyer wants men’s sox 
costing from $2.00 to $3.00 per 
dozen. 

« Women’ s McKay shoes to retail at 


Popular priced boy’s shoes. 

. Foot measuring devices. (4 inquiries) 
. Moveable arm chairs for shoe store. 
. Store seating plans. (2 inquiries) 

. Women’s hose to retail at 35c. 

- Popular priced riding boots. 
Souvenirs. (4 inquiries) 

Women’s hose to retail at $1.00. 


¥ 


22222222 2 
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Following: 


Arch Appliances 
Advertising Mat Service 
Bath Room Mules 
Boys’ Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Dancing shoes 
High cut shoes 
Skating shoes 
Slippers 
Bookkeeping Systems 
Book on Leather Industry (Free) 
Cash Carrier Systems 
Cash Registers 
Children’s Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Barefoot Sandals 
Dancing shoes 
Infants’ moccasins 
ggings 
Orthopedic 
Soft soles 
Chiropody Schools 
Dye Manufacturers 
Floor Coverings and Plans 
Foot Measuring Devices 
Handbags to Match Footwear 


Hosiery: State Grade 
Children’s 
Men's 
Women’s 

Labels: 
Carton 
Woven 

Lighting: 
Interior 
Windows 

Men’s Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Army shoes 
Cowboy boots 
Field boots 
High cut shoes 
Moccasins 
Safety shoes 
White canvas shoes 
Work shoes 


en Branct ing 


me 

Leather 
Pullman 
Tap dancing 
Wool 





For Your Convenience We List the 





N 803. Women’s mesh hose to retail at 
$1.00 and $1.25. 

N 804. Shoe buckles and ornaments. (2 in- 
quiries) 

N 805. Men’s dress and semi-dress shoes 
for around $2.40 from a manufac- 
turer who sells jobbers only. 

N 806. Shoe cartons. 

N 807. A. Men’s light weight welt dress 
boot, 16 inch high on Army 
officer last. 

B. Women’s 14 inch boot for skat- 

-o-u ing and “-. 

. Women’s party slippers to retail for 
$4.00. 
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Active Sports Shoes: 


Rubber Goods 
Resident Buyers 
Riding Boot Accessories 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 


X-Ray machines 
Foot rests for shine stands 
Fitting stools 
Mirrors 
Stock Cartons 
Shoe Laces 
Signs, Electric 
Stock Keeping Systems 
Souvenirs: 


Books 
Dolls and doll shoes 
General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Ornaments 
Shoe Trees 
Spats 
Trade Mark Directory of Shoes, etc. 
(Free) 
Vamp Rollers and Stretchers 
Women’s Division: 
penet 
= ap 
Dancing: Russian boots 
Dancing sandals 
Camping boots 
Riding boots 
Sport moccasins 
High grade: 
Dress 
Orthopedic 
Sport 
Medium grade: 
ss 
Orthopedic 
Sport 
Popular Priced 
Dress 
Orthopedic 
Sport 
Party Slippers 
House Slippers 
Windows: 
Backgrounds 
Display art panels 
Floral decorations 
Reflectors 
Display fixtures, shoes 
Display fixtures, hosiery 


Price tickets 
Show card service 





N 809. Children’s orthopedic shoes. 
N 810. Shoe cut service. 
N 811. Beach Sandals for basement pro- 


motion. 
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You are overlooking a decided sales advantage 
if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 


they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad: 
vantages with your customers .. . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO 
United Shoe Machinery Corporation, Selling Agents 


a 
LACING HOOKS 
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Mr. Charleroy 
of LANCASTER SHOE CO. 


Elizabethtown, Pa. 


S@YS « «- « “Lining leather has to stand a 
lot of abuse in juvenile shoes 
-—more than in any other type, 
we believe. We find that 
Nu-Process Leather has great 
durability under the most try- 
ing conditions.” 
°o 
A lining leather which meets the exacting requirements of such a high-grade 
juvenile shoe as Mr. Charleroy makes must naturally be suitable for many 
other types of shoes, which are subjected to less strenuous wear. The success 


of HAMEL LINING LEATHERS has undoubtedly been due to specialization 
which has made possible a fine balance of quality and price. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 
TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
Philadelphia, Pa. LEATHER CoO. Seiderman, Salomon Co. 
Columbus, Ohio New York City 
JOHN B. DAILEY & CO. 


St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
St. Paul, Minn. Havana, Cuba 
JOHN T. QUINN 


Rochester, N. Y. A. G. MOONEY, LTD. JOHN R. H. WARD 
Montreal, Canada Milwaukee, Wis. 


RAYMOND H. THAYER 
London, England 


GEO. W. NEWMAN. 
LEATHER CO. 
Cincinnati, Ohio 
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